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Who Can Afford a PBX Service Advisor? by D. A. Perigo 

















Let our “Revenue Men” show you 


THE MEANING OF 


Take a man like 
Bill Chew... 


Bill is one of our “Revenue Men” in 
Johnstown, N. Y. 


A member of the Golden Directory 
Club for sales achievement, he is 
representative of the “Revenue Men” 
who help telephone companies in- 
crease their revenue from directory 
sales. 


Bill started work with the General 
Telephone Directory Company as a 
sales representative in Herrin, Ill., in 
1953. In 1957 he was promoted to 
sales supervisor and transferred to his 
current post in Johnstown, N. Y. 


He and his wife and their three daugh- 
ters and one son now live there, where 
Bill, a semipro baseball player for ten 
years, manages a home-town boys’ 
baseball team. He is also on the Board 
of Deacons of his church, as well as 
being a Sunday School teacher. 


Bill Chew is another example of the 
“Revenue Men” who work for the 
General Telephone Directory Com- 
pany—who work for you, and who are 
an asset to any community in which 
they live. 





DIRECTORY 
COOPERATION! 


You get more than extra sales when you put one 
of our “Revenue Men” to work on your directory. 


His manners, his methods will be a positive credit 
to your company. He’ll be welcomed by your 
advertisers. 


He’ll work together with you to produce a book 
you can be proud of. A directory with complete 
Yellow Pages service—showing the public where 
to go for all kinds of purchases, rentals and serv- 
ices. A directory with maximum accuracy, maxi- 
mum revenue. 


And you won’t have a worry in the world. Selling, 
publishing and printing are all done to perfection 
as part of our Complete Directory Service Plan. 


Want to know more about it? A phone call or 
letter to our nearest office will bring a representa- 
tive on the double. 


GENERAL TELEPHONE 
DIRECTORY COMPANY 


1800 Oakton Boulevard 
Des Plaines, Ill. 
VAnderbilt 4-2164 





Find It Fast 
In The 


Yellow Pages 





DIVISION OFFICES: Bloomington, Ill. 
Columbia, Mo. *« Durham,N.C. ¢ Erie, Pa. « Fort Wayne, Ind. 
Honolulu, H.I. « Lexington, Ky. « Long Beach, Calif. *« Madison, Wis. 
Manila, P.I. « San Angelo, Tex. *« San Francisco, Calif.*e Spokane, Wash. 




























ready access cable terminals 
for terminals and straight splices 

























ready access cable closures 
for branch splices 


for use with plastic jacketed, plastic insulated cables 


up to 2.2” in diameter 


READY ACCESS CABLE TERMINALS 
Catalog Series 100-A...for cable up to 1.0” O.D. 
Catalog Series 200... for cable from 1.0” to 2.2” O.D. 


READY ACCESS CABLE CLOSURES 
Catalog Series 300... for cable up to 1.0” O.D. 
Catalog Series 400... for cable from 1.0” to 2.2” O.D. 


Up to four 6-pair Reliable Catalog No. 105 Terminal Blocks can be 
added to both terminals and closures, or the space can be used 
for loading coils. The flexible neoprene cover can be folded back 
while internal wiring is altered to meet changing requirements. 


CTRIC COMPANY @ FRANKLIN PARK, ILLINOIS 





A SYMBOL OF INTEGRITY SINCE 1909 
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THE NEW APPROACH 
TO PROFITABLE 
CIRCUIT GROWTH 


Teletypewriter 
with 

Datate/ 
Subscriber Set 













Adds high-speed telegraph, telemetering, digital 
transmission and remote control facilities 
to any communications circuit 












Lenkurt Type 23A Datatel telegraph carrier equipment 
opens up new and important sources of revenue from 
business and industrial concerns seeking ways of speeding 
up day-to-day transactions between offices and plants. 
It offers you the opportunity of getting more of the highly 
profitable leased-line and extra toll business now. 











Lenkurt 23A is designed to operate over voice-frequency 
circuits, whether physical, carrier-derived, or radio. It 
ALL YOUR can be used for carrier telegraph up to 100 wpm, or for 


COMMUNICATIONS NEEDS the transmission of digital data, telemetering information 
FROM ONE DEPENDABLE : gila , g 
SOURCE and control signals. 
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Provisions are made for the simultaneous operation of 18 
channels on a 4-wire circuit, or 9 channels on a 2-wire 
circuit. Eight additional 4-wire channels or four 2-wire 
channels are provided above the v-f range, between 3550 
and 5050 cps. 

Lenkurt Datatel is further proof that AE-Lenkurt is 
equipped to provide for all of your communication needs 
—planning, equipment, installation, supplies. There’s 
never need to look elsewhere. 


For full information on Lenkurt Datatel and companion 
equipment, call your Automatic Electric representative, 
or mail coupon today. 


Check these features! 
* Frequency-shift telegraph carrier system with oper- 


ating speeds up to 100 words per minute. 


* Fully transistorized equipment capable of operating 
directly from 48 volts d.c. (or 115-volt, 60-cycle mains 
if desired). 

* Low power consumption—only 2.5 watts dissipation 
per channel! 

* Trouble-free polar receiving relay provides greater 
flexibility in loop arrangements than. electronic keyer. 





* FS operation affords greatest tolerance to level 
changes with smaller variations in bias. 


* Presence or absence of carrier can be used for signal- 
ling or supervision, as in TWX or TLX service. 


* Partially equipped systems can be installed with only 
one or two channels —expanded in small steps thereafter. 


* One channel unit type is common to all channels. Fre- 
quency-determining networks are plug-in, simplifying 
spare equipment requirements. 

* Transistorized circuitry and polar relay simplify serv- 


icing. A multimeter and VTVM are normally the only 
test instruments required. 
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CHARLES C. CHAPPELL (center), president of the Orange County 
Telephone Co., Middletown, N. Y., presents gift to MISS MADE- 
LEINE M. FALLON and VERNON J. STEDNER during a testimonial 
dinner. Miss Fallon and Mr. Stedner retired after a total of more 
than 80 years of company service. 
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Proof of QUALITY 
is in performance... 


SUPERIOR 
Telephone CABLES 


are engineered 
for maximum efficiency 


From soft-drawn pure copper conductors to premium 
quality high molecular weight polyethylene outer 
jackets, SUPERIOR Cables are made of the finest ma- 
terials available. 

And the best “physicals” and “electricals” are guaran- 
teed through carefully engineered construction and 
step-by-step electrical tests through all manufacturing 


processes. 


The proof of SUPERIOR quality is in the performance 
of SUPERIOR CABLES .. . longer life, less mainte- 
nance with maximum efficiency. 


For complete information, write 


SUPERIOR CABLE 


SUPERIOR CABLE CORPORATION, HICKORY, NORTH CAROLINA 
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POLE PRUNERS 


Cuts up to 1” 
branches. A 
strong, durable, 
easy cutting 18 
foot tree prun- 
ing unit. Spruce 
extension poles 
in 6 foot sec- 
tions, with tele- 
scoping alumi- 
num joints. 


No. 12 
Cuts up to 11/2” 
branches. Prun- 
er head is mal- 
leable iron 
casting, husky, 
unbreakable. 
Smooth, easy 
cutting action, 


LOPPING SHEARS 


Heavy duty, fast easy cutting loppers 
designed for utility use. 


No. 75 
Compound lever cutting action, 
smoothly slices through 154” to 2” 
branches. 


Nos. 525, 530 
The famous “Tiffany” pattern lopping 


shears 25” and 30” models. Cut 
branches up to 134”. 


PRUNING SAWS 


a 
No. 1826 
26” blade of Sandvik Swedish steel 
especially designed for true work. 
For those spots where a chain saw 
can't operate. 


Send for literature and additional in- 


formation on pruning tools of all types. 


[ Sutity Foote | 
YMUUH OMIT 
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Since 1850 


SEYMOUR SMITH & SON, INC. 


Oakville, Connecticut, U.S. A. 


Sales Representative 
JOHN H. GRAHAM & CO. INC. 
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COMING CONVENTIONS 


TEXAS Telephone Association, Baker Hotel, Dallas, Texas, 
March 7-8. 

OHIO Telephone Association, Deshler Hilton Hotel, Colum- 
bus, Ohio, March 28-30. - 

IOWA Telephone Association, Ft. Des Moines Hotel, Des 
Moines, Iowa, April 5-6. 


NEBRASKA Telephone Association, 
Hotel, Omaha, Nebraska, April 19-20. 


Sheraton-Fontenelle 


INDIANA Telephone Association, Claypool Hotel, Indian- 
apolis, Indiana, May 4-5. 

WISCONSIN Telephone Association, Plankinton House, Mil- 
waukee, Wisc., May 10-11. 

ILLINOIS Telephone Association, Abraham Lincoln Hotel, 
Springfield, Ill., May 19-20. 

KANSAS-MISSOURI Telephone Associations, Town House, 
Kansas City, Kans., May 23-24. 


PENNSYLVANIA Telephone Association, Bedford Springs 
Hotel, Bedford Springs, Pa., June 6-7. 


CALIFORNIA Telephone Association, Fairmont Hotel, San 
Francisco, Calif., June 8-10. 


WASHINGTON-OREGON Telephone Associations, Sheraton 
Portland Hotel, Portland, Ore., June 16-17. 


NEW YORK Telephone Association, 
Schroon Lake, N. Y., June 20-22. 


MICHIGAN Telephone Association, Grand Hotel, Mackinac 
Island, Mich., Sept. 12-13. 


ARKANSAS Telephone Association, Velda Rose Motel, Hot 
Springs, Arkansas, Sept. 12-13. 


ROCKY MOUNTAIN Telephone Association, Hilton Hotel, 
Denver, Colorado, Sept. 14-16. 


NEW ENGLAND Telephone Association, Mt. Washington 
Hotel, Bretton Woods, N. H., Sept. 25-28. 


NORTH CAROLINA Telephone Association, Carolina Hotel, 
Pinehurst, N. C. Oct. 3-4. 


U. S. INDEPENDENT Telephone Association, National Con- 
vention, Conrad Hilton Hotel, Chicago, Ill., Oct. 9-12. 


Searoon Manor, 


SOUTH CAROLINA Telephone Association, Clemson House, 
Clemson, South Carolina, Oct. 24, 25. 


OKLAHOMA Telephone Association, Skirvin Hotel, Okla- 
homa City, Nov. 9-10. 


FLORIDA Telephone Association, Hotel Robert Meyer, Jack- 
sonville, Florida, Nov. 28, 29. 


105 Duane Street, New York 8, New York 
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Watch For These Exclusive Articles 


In Coming Issues Of 


“Telephone Engineer and Management” 


OF REGULATION ~ 


a four-part article by 


PRINCIPLES | 


MARION BEATTY 


2L-5N VS. OTHER 
NUMBERING PLANS 
a look at the facts by 
D. A. PERIGO 








NOT ACCORDING 
TO “SPEC” 
a true telephone story by 


L. A. GRITTEN 





BASIC ELECTRONIC 
CIRCUITS 
handbook information by 


LEO G. SANDS 


MAGNETIC TAPE 
STORAGE FOR DDD 
“how’s” and “why’s” by 


L. K. ARMSTRONG 





MICROWAVE 
DEVELOPMENTS 
new reference data by 


JOHN S. REED 


—— —— 











OFF-THE-JOB 
SAFETY 
life-saving tips by 


MYRLE SHAFER 


PLANT MAN’S 
“SPEC” BOOK 
operating data by 


JOHN S. REED 





MOTOR VEHICLE | 
MAINTENANCE | 
how to reduce costs by | 


JAMES BOYD | 


YOUR PRIVATE 
LINE CARRIER 
a proved-in system by 


EARL W. HOWLETT 





PROTECTION 
PRACTICES 
a new manual by 


T. DEWITT TALMAGE 





MOBILE TEL. 
MAINTENANCE 
time-savers by 


LEO G. SANDS 








“CENTS-LESS” 
ACCOUNTING 
how to handle pennies by 


DR. G. M. JONES 





MEETING DEMANDS 
FOR 1-PARTY 
SERVICE 


how to do-the-trick by 
ALLAN R. STACEY 





NEW 
CONSTRUCTION 
HELPERS 


new-equipment review by 


JOHN S. REED 





TRAFFIC 
LIGHTS 
a TE&M feature by 
D. A. PERIGO 





TROUBLE- 
FREE PLANT 
how to obtain it by 


RICHARD ALLEN 





SUB-HARMONICS 
AND OVERTONES 
telephone talk by 
C. D. EHINGER 


A SPOT NEWS 
ANNOUNCER 
how to build one by 


C. D. EHINGER 








COMMERCIAL 
DEPT. NOTES 
the revenue side by 


ALLAN R. STACEY 





AUTOMATIC 
TICKETING 
how it operates by 
M. A. CLEMENT 


DON’T MISS AN ISSUE — ORDER YOUR PERSONAL SUBSCRIPTION TO “TE&M” TODAY! 
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$25,000,000 Missing 


President Eisenhower’s budget for fiscal year be- 
ginning July 1 includes request for $80,000,000 in new 
loan authorizations for Rural Electrification Adminis- 
tration’s farm telephone program, but does not include 
the $25,000,000 contingency fund for telephone loans 
made available in fiscal 1959 and 1960. It has been re- 
ported that representatives both of commercial and co- 
operative REA telephone borrowers will strongly urge 
Congress to boost REA telephone loan authorization. 


Railroad Interconnection Hearing 


Fifth week of FCC railroad interconnection hearing 
wound up Feb. 5 with completion of cross-examination 
of AT&T Rate Planning Engineer J. K. Looloian. Hear- 
ings will resume March 21 for an estimated four or 
five more weeks. 

Looloian’s questioning occupied most of the last ses- 
sions, with time out for relatively brief testimony by 
President Ernest S. Marsh of the Atchison, Topeka & 
Santa Fe Railway, who keynoted importance of inter- 
connection to his company and said the AT&T tariff in 
issue would cause railroad to lose it; and R. D. Kings- 
ton, commercial director of the General Telephone 
Service Corp. Kingston said there is unrestricted inter- 
connection in only two General Exchanges, and that 
the organization has no “grandfather clause” problem. 
But he stressed that General is opposed to unrestricted 
interconnection of customer-owned facilities, and views 
any change as not being in the public interest. 


Excise “Grab” Moves Into High Gear 


> Plans to carry his campaign for imposition of the 
local telephone excise tax by states and localities to 
Congress were announced last month by New York 
Governor Nelson Rockefeller along with scheduling 
of dinner conference Mar. 2 in Washington with New 
York Congressional delegation to urge them to sup- 
port termination of the federal tax on local telephone 
service as scheduled June 30. 

Meanwhile, legislation substantially in accord with 
Governor Rockefeller’s position was offered in House 
by Rep. Charles E. Goodell (R., N. Y.). Goodell’s 
bill would extend 10% federal impost on local tele- 
phone service for another year, to June 30, 1961. 
However, it would not apply “with respect to service 
furnished within any state where there is a state law 
imposing, upon amounts paid for general telephone 


INDUSTRY 
NEWSLETTER 


service, an excise tax which is determined by the 
Secretary (of the Treasury) or his delegate to be 
substantially identical, within the limits of state 
taxing power, to the tax imposed on amounts paid 
for such service” by the federal government. 

Bill, if adopted, thus would permit New York leg- 
islature — or any other state legislative body — to 
take over telephone excise for revenue within its own 
borders. Federal tax would continue to apply for 
another year in states which took no action. Gov- 
ernor Robert Meyner of New Jersey, at meeting in 
Washington with New Jersey Congressional delega- 
tion Feb. 5, voiced his support of proposals to turn 
the local telephone excise taxing authority over to 
the states. He indicated that Governor David Law- 
rence of Pennsylvania, Governor Michael V. DiSalle 
of Ohio, and Governor William Stratton of Illinois 


have adopted similar views. 





Complete Overhaul Ahead 


Electronics will provide the means and will force 
a complete overhaul of telephone communications, Don 
G. Mitchell, chairman of Sylvania Electric Products, 
Inc., and president of General Tel. & Electronics Corp., 
told a luncheon meeting of Executives’ Club of Chicago 
in the Sherman hotel last month. 

“Today it means getting the right information, to 
the right person, at the right time it means gather- 
ing information, processing it, and delivering it to the 





point where it is needed.” 

Mitchell further explained that in this new broad 
concept, “information” can mean the image of an ap- 
proaching airplane on an air-traffic control radar screen, 
a television broadcast, a telephone conversation, the 
calculations of an electronic computer, the remote con- 
trol of an atomic reactor. In fact, he said, it means any 
kind of information that an electronic device picks up 
and transmits to someone who wants to know what is 
going on. 

“Some day, and our boys are working on it right 
now, the voice in a telephone conversation will no longer 
be changed to modulated electric waves for transmis- 
sion,” said Mitchell. “It will be broken up into tiny bits 
of information so it can be loaded on a cable. When it 
reaches its destination, we'll sort it, and deliver it to 
the person it’s going to, who will hear it again as a 
voice.” 

The executive pointed out that every telephone num- 
ber has to have a separate pair of wires connected with 
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the central switchboard or boards. No more than 65 
percent of all the pairs are ever hooked up, he said, and 
only 10 percent of the wires are busy at one time. 

“That amounts to only 614 percent efficiency,” he 
said. “One more fact: Only 5 percent of the time a line 
is busy is anything being said. Through the use of 
electronics we can increase that efficiency to about 80 
percent — but the cost is tremendous and it will take 
time. 

“In New York City, that other company (American 
Telephone & Telegraph) has revenues of 1 billion dol- 
lars a year. We know that it takes $4 of investment to 
get $1 in revenue. Therefore the cost of replacing 4 
billion dollars of electro-mechanical telephone equip- 
ment with electronic facilities would be a big under- 
taking even for that company.” 

Mitchell predicted that General Telephone will have 
400 million dollars in telephone revenues in 1960. He 
added that the company expects to net 85 millions, 
which includes earnings from the electronics end of 


the business. 


Last Plane From Cuba 


> I. W. Gleason, vice pres. in charge of operations 
of Cuban Telephone Co., has been relieved by Cuban 
government from his post, it was reported last month 
from Havana. Colonel Gleason, who served in key 
capacities with U. S. Army Signal Corps during 
World War II, said he had been summoned by Cu- 
ban official who has been directing company since 
Prime Minister Fidel Castro took over government 
and told that “the Ministry of Communications no 
longer requires your services.” He was last American 
official of company representing International Tel. 
& Tel. Corp., which owns majority of stock of Cuban 
Telephone Co., remaining in Cuba. 


Bargaining Pattern Set 


Primary Bargaining Goal of Communications 
Workers Of America (CWA) in this year’s contract 
negotiations will be company-paid-for health insurance 
based on indications given last month during annual 
meeting in New York City of union’s collective bar- 
gaining policy committee. The 58-member group, at end 
of three-day conference, adopted resolution which also 
calls for “an adequate general wage increase,” and 
improvements in pension, vacation and group life in- 
surance programs in the industry, but reports from 
closed sessions revealed that in their discussions mem- 
bers of committee showed rising interest and placed 
great deal of emphasis on subject of health insurance. 

In resolution which was finally adopted, CWA group 
set as a major goal in 1960 “a company-paid-for plan 
providing comprehensive health insurance for each com- 
munication worker, pensioner, his or her spouse and 
other dependents. This plan shall include hospitalization, 
surgical and major medical coverage.” 

Committee also proposed vacation program of “two 


weeks’ vacation after one year of service, three weeks’ 
vacation after 10 years of service and four weeks’ vaca- 
tion after 15 years of service,” while on subject of 
pensions it called for “elimination of all social security 
deductions from pension calculations; increase all mini- 
mum pensions to $125 a month; and introduction of 
survivor's rights under the pension plan.” 

The committee also resolved “That if timely and 
feasible, in the opinion of the President and the Execu- 
tive Board, the union shall include as a bargaining de- 
mand payment by the employer of the total cost of the 
life insurance program, where such programs exist, 
and the introduction of such programs where none 


exist.” 


More Filings To Come 


> Approval of its methods and procedures in tele- 
phone separations was asked by General Tel. Co. of 
Florida last month in second of what may well be- 
come series of filings with various state commissions. 
In filing, with Florida Railroad & Public Utilities 
Commission, company asked agency to use its meth- 
ods and procedures as basis for an order covering 
toll compensation payments between General of Flor- 
ida and Southern Bell Tel. & Tel. Co. First such peti- 
tion was filed late last year in Ohio by General Tel. 
Co. of Ohio. It was understood other Independents 
may file similar petitions in other states. 


Management Seminar 


Pm USITA’s 1960 Management Development Seminar 
will be held at University of Kansas from July 10 to 
August 5. Illustrated informative brochures together 
with application forms have been distributed by 
USIT 4’s Personnel Committee. If additional copies 
are desired they can be obtained by writing to Dean 
James R. Surface, c/o School of Business, University 
of Kansas, Lawrence, Kan. A number of companies 
that participated in the program in prior years have 
sent in their enrollment applications for 1960. Per- 
sons desiring to participate are urged to send in 
their applications promptly. (See complete story on 


page 59) 


Industry Deaths 


James W. McRae, 49, a vice pres. of American Tel. 
& Tel. Co., collapsed and died Feb. 2 in New York City 
while on his way to scientific conference. . . . Frederick 
Graham McLane, 68, retired commercial manager of 
the Western Arkansas Tel. Co., Russellville, Ark., died 
Jan. 3. Mr. McLane had suffered a heart attack in Aug- 
ust, 1959. He retired from his position with the tele- 
phone company Nov. 30, 1959, after some 50 years in 
the Independent telephone business . . . Howard A. Roe, 
70, pres. of Telkor, Inc., Elyria, Ohio, died Jan. 24 
from a heart attack. Mr. Roe had been associated with 
Bell and Independent telephone companies for many 
years, 
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ulation growth needs... 


Kellogg Carrier 


No industry knows better than America’s independent telephone companies the strains that 
an explosive population growth can cause. Service demands tax existing facilities to the 
utmost and put many operating companies in a tight financial squeeze. 





If you have put off a major cable expansion because of the need to conserve capital, then 
Kellogg Carrier is your answer. Here’s why: low-cost Kellogg Carrier can add from one to 
eight additional rural lines on an existing wire! 


The result of expert Kellogg-ITT research, both the K-31 Rural Subscriber Carrier and 
a K-32 Open Wire Trunk Carrier have been rigorously field tested and are in active operating 
| service throughout the country. Both Systems provide economical means to expand 
: existing facilities without sacrificing toll standard quality. 


And with Kellogg’s exclusive repeaters, carrier system mileage can be doubled (using one 
repeater) ... tripled with two repeaters...or quadrupled with three repeaters! 

You’|l find, too, that Kellogg Carrier has more exclusive features and is priced lower than 
any other comparable system on the market. 


For complete technical details write Kellogg’s Carrier Division at 2912 Wake Forest Road, 
Raleigh, North Carolina, or see your local Kellogg representative. 


Kellogg Switchboard and Supply Company, 6650 South Cicero Avenue, Chicago 38, IIl. 
Communications Division of International Telephone and Telegraph Corporation 


Regional Offices and Warehouses: 


CALIFORNIA: 23 Broderick Road, Burlingame, California, OXford 7-5780. 
GEORGIA: 1594 Southland Circle, N.W., Atlanta 18, Ga., SYcamore 4-244]. 
ILLINOIS: 4600 So. Tripp Ave., Chicago 32, Illinois, CLiffside 4-4300. 
KANSAS: ..7th & Sunshine Road, Kansas City 15, Kansas, MAyfair 1-4418. 
NEW YORK: 327 North West Street, Syracuse, N.Y., HArrison 2-9251. 
TEXAS: 1359 Motor St., Dallas 7, Texas, Riverside 7-5191. 

EXPORT: 4600 So. Tripp Ave., Chicago 32, Illinois, CLiffside 4-4300. 
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Four Months Left 
CENE IN the office of Senator 
Doe in Washington, D. C., some 
time next June: 

Secretary: — “This stack is from 
telephone company officials. About 
fifty of them. They want the excise 
tax taken off, of course. You want to 
answer them yourself?” 

Senator Doe: — “No! Give them 
Letter No. 4, courteous thanks but 
no commitment. I will sign them.” 

Secretary: — “This pile is from 
the hoi polloi. Anything from excited 
housewives to small town merchants, 
by the look of them. They’re mad 
about the telephone tax, too.” 

Senator Doe: — “How many?” 

Secretary: “More than two 
thousand, so far, and they are com- 
ing in faster all the time.” 

Senator Doe: — “Phew! I thought 
so! That does it! Hold up those let- 
ters until I talk to the committee. 
We've got to let that repeal stay put 
and get that telephone service tax off 
our necks.” 

Something like that may happen — 
if we redouble the efforts we made 
last year. If we rest on our laurels, 


it will not. The proponents of the 
telephone tax have the backing of a 
presidential request for its continu- 
ance. If we content ourselves with 
trite expositions addressed to tele- 
phone people, and essays signed by 
company officials on company letter- 
head, to legislators amply equipped 
with waste baskets, then that June 
30 termination date will fail to ter- 
minate. There are not enough of us. 
Politicians are not excited by the be- 
liefs of industry representatives, as 
such; only voters count. 

Our success will depend upon the 
number of voters who personally de- 
mand of their congressmen that they 
adhere to the June 30, 1960 repeal of 
the telephone service tax. 

It is a selling job; and the hard 
way is the only way. Every telephone 
company should hire salesmen, or 
detach available employes with sell- 
ing ability, to go out and ring door- 
bells and talk to people at meetings. 
If we use the four months left to us 
for something like “Fuller Brush 
tactics,” we may eliminate that tax; 
but letters from a few thousand tele- 
phone officials will not! 





“VITAL LINKS IN A VITAL CHAIN” 


“TT MANY telephone companies and systems range from tiny ones with 
less than 100 telephones to those in metropolitan areas with thousands. 
Lines of copper, steel and microwave reach into every city, village or cross 
roads community and along every highway and country lane, connecting the 
millions of telephones into one vast network of modern communication. 
Whether you operate a metropolitan system or a cross roads system, your 
system is a vital link in this vital chain of communication. A local telephone 
system cannot be operated as a separate unit. Your telephone company and 
mine are a part of the system in New York, San Francisco, London, or Berlin, 
and every telephone we operate should be in condition to handle calls to and 
from any other telephone in the world at any hour of the day or night. We 
are a great industry providing a great service.” —- C. C. PEARCE, Riceville, 
Towa, at 24th annual convention of the Oklahoma Telephone Association. 
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BITS FROM HERE AND THERE / By L. A. GRITTEN 


INDUSTRY 
OBSERVATIONS 





““‘Leafless Forest” 


N SEATTLE, the battle still rages 

against the “ugly leafless forest” 
of utility poles. Two things deter the 
apostles of “everything underground 
now.” The cost would be enormous 
and would probably result in tripled 
rates for service; and the worst of- 
fender is not the telephone company 
but the city-owned light and power 


system. 
*% * % 


Blessing Or Horror? 

R. EDWARD L. Bortz, past presi- 

dent of the American Medical 
Association and president-elect of the 
American Geriatric Association, pre- 
dicts that in the foreseeable future, 
thanks to medical science, most of us 
will work until we are 85 and live 
to the age of 100. 

This may lead us to a happier and 
more peaceful civilization; or it could 
develop into anything but a blessing. 
It may result in a world dominated 
by majorities of mumbling dotards 
who will hang on to all the good po- 
sitions, while eager “youngsters” in 
their forties eat their hearts out wait- 
ing for the old men to die. Our Eliza- 
bethan ancestors may. have been bet- 
ter off, when most men lived fast 
and died before fifty, unrepentant 
and still in possession of their natural 
teeth. 


% % % 


Mad Enough Yet? 

URIPIDES wrote: “Whom God 
“~ wishes to destroy he first de- 
prives of reason.” Possibly he had 
something like this in mind; 

The U. S. Department of the In- 
terior requests $216,000,000 for dams 
and irrigation programs, to put more 
land in production, while the U. S. 
Department of Agriculture earmarks 
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$756,000,000 to remove land from 
production, and the Commodity 
Credit Corporation budgets nearly 
$2,500,000,000 to take surplus pro- 
duce off the market. 

Don’t laugh. It 
tragedy, in our time, to us. 


could end in 


% * % 


“A Word From Our Sponsor” 

URRENT discussions of the qual- 

ity of television advertising seem 
to miss the point. No doubt the awak- 
ened F.C.C. and F.T.C., assisted by 
the advertising industry’s campaign 
of self-purification, will result in 
saner TV advertisements. In the fu- 
ture we shall be spared much of the 
present trickery and inanity, when 
“our sponsor” displays his wares. But 
we believe that the ultimate issue will 
not be whether TV ads are good or 
bad, but whether advertising should 
have any place in a program. 

The public services generally con- 
form to an unwritten law that adver- 
tising shall not interfere with essen- 
tial continuity, nor shall their adver- 
tising be forced willy-nilly upon the 
recipient. 

In our own business, for example, 
our own and our customers’ advertis- 
ing is placed in the classified sections 
of directories, in magazines, news- 
papers, direct mail, etc. Telephone 
users may read it or leave it, as they 
may choose, without hindrance of the 
essential service. We do not interrupt 
the placing of a call with a voice 
saying: “Your call will be completed 
in one minute, after a brief word 
from our sponsor.” 

The Stop and Go signs on our high- 
ways are not complicated with delays 
for loudspeaker announcements of 
something new in lingerie or lip- 
stick. We do not tolerate the inter- 
ference of commercial advertisement 
in schools, churches or the better 
theaters. 

Television, potentially at all events, 
is no less important. It can be the 
agent of a higher culture, a finer, 
wider outlook on life. It should never 
have been debased to the level of a 
home vaudeville show, subservient to 
the demands of commercial adver- 
tisers. If that implies the necessity 
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“THE MOST IMPORTANT ELEMENT” 


667P‘HERE CAN be no doubt that people are the most important element 

of our business today. Additionally, there can be little doubt that people 
will continue to be the most important part of the telephone business. We all 
realize this but how much time and energy are we devoting to the task of 
training and improving our personnel? 

“When one reads comments such as those attributed to Mr. Charles Brower, 
president of Batten, Barton, Durstine, & Osborne, one of the largest advertis- 
ing agencies, you can only conclude that we are not doing enough. While Mr. 
Brower’s speech to the National Sales Executives’ Convention last year has 
been widely quoted, I would like to quote an exerpt to give you an indication 
of his analysis. I quote: — ‘For this, in America, is the high tide of mediocrity, 
the great era of the goof-off, the age of the half-done job. The land from coast 
to coast has been enjoying a stampede away from responsibility. It is populated 
with laundry men who won't iron shirts, with waiters who won’t serve, with 
carpenters who will come around some day — maybe, with executives whose 
mind is on the golf course, with teachers who demand a single salary schedule 
so that achievement cannot be rewarded, nor poor work punished, with students 
who take cinch courses because the hard ones make them think, with spiritual 
delinquents of all kinds who have been triumpharitly determined to enjoy 
what was known until the present crisis as the new leisure.’ 

“The lesson there is, of course, a graphic one. It is also an uncomfortable 
lesson. Most of us can look at our own doorstep and draw some analogies with 
Mr. Brower’s picturesque description.” —-PAUL H. HENSON, vice president, 
United Utilities Inc., Kansas City, Mo., at 25th annual convention of the 
South Carolina Independent Telephone Association. 





for a state licensing system, so be it; escape the unavoidable commercials 


many television users would welcome and receive better programs. 
it. If the mass of the people were 
given a fairly-presented choice, they 


would be willing to pay more, to 


The Unseen Spy 

6 HE EAVESDROPPERS,” by 
Samuel Dash (Rutgers Univer- 

sity Press, 1959) is a study of “bug- 

ging” and the tapping of telephone 
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lines, by law enforcement agencies as 
well as by criminals. It reveals an 
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and legal acceptance. What is taboo 





and utterly illegal in one state is legal 

WITH TH’ LATEST 

DOPE ON THE TELE- 
PHONE INDUSTRY / 


and accepted in another. In some 
states the law enforcement officers, 
from district attorneys to policemen, 
habitually violate the law in their 
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wire-tapping techniques. 

One section of the book is devoted 
to “The Tools.” It gives detailed in- 
structions for the “bugging” of of- 
fices and residences and the secret 
recording of conversations, by tele- 
phone or otherwise. If the reader 
wishes to know what his boss or the 
little gal next door really says about 
him, this section will leave him with 
no physical excuse for remaining in 
ignorance. — Leslie A. Gritten. 
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General Cable manufactures a complete line of Call ¢ 
telephone cables suitable for direct earth burial. line ¢ 
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BURIED PLANT NEEDS 


Gall or write our distributors today, and find out how this complete 
_ line of cables can-serve your buried plant... it deserves the best. 


hie | 
Distributed by: AUTOMATIC ELECTRIC SALES CORP. Northlake, Ill. LEICH SALES CORP. 427 W. Randolph St. Chicago 6, Ill. 


1ENERAL CABLE CORPORATION 


5 740 Third Avenue, New York 17, New York: Offices and Distributing Centers Coast-to-Coast 
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WASHINGTON 
OBSERVATIONS 


By ROLAND DAVIES and FRED HENCK 


Facsimile Mail Program Assumes 


Important Post In P. O. Plans 
> The speed mail (facsimile) program “has assumed 


such an important position” in the thinking of the 
post office department, “with its potentialities tenta- 
tively confirmed by industry,” Postmaster General 
Arthur Summerfield told a House Appropriations 
subcommittee hearing, “that we have rescheduled 
the research and engineering budget for 1960, and 
our request for appropriations for 1961, in order to 
make the necessary funds available.” 

The hearing record, made public last month, re- 
vealed great interest on the part of subcommittee 
members when testimony on the Post Office budget 
was offered in mid-January. Recent tests of the de- 
partment of facsimile mail have led to the conclusion 
“that the speed mail project is technically and eco- 
nomically a possibility for future postal service,” 
Summerfield told the subcommittee. “Like all re- 
search and development projects some technical diffi- 
culties were encountered, but the feasibility of the 
use of this technology is definitely indicated.” 


Trouble Ahead For 
N. Y. Excise Program 


Even if Congress should agree to relinquish the 
local telephone excise tax as a federal levy, Governor 
Nelson Rockefeller would have difficulty obtaining ap- 
proval of the New York state legislature for his pro- 
gram of using the tax to help support the state’s educa- 
tion program, it was indicated last month. 

It was reported that Republican members of the state 
Assembly, at a closed session, voted down the proposal 
to permit the state’s largest cities, and the school dis- 
tricts outside them, to levy the tax and use proceeds for 
schools. Basic objection was reported to be that the 
largest cities and more populous school districts would 
receive most of the revenues. 

Discussion of two alternatives — that the state, or 
individual counties, impose the tax and distribute the 
money among school districts on the same basis as 
other educational aid funds — led to the view that 
either would have difficulty being adopted. Democratic 
leaders in the legislature already have come out strongly 
against the proposal, declaring that the telephone tax 
should be permitted to expire if the federal government 
relinquishes it. The Democratic leaders also said they 
will not join in Governor Rockefeller’s talks with New 


York Congressmen, slated for March 2. 

Observers pointed out that the fact that more popu- 
lous areas have more telephones, and thus would re- 
ceive the bulk of revenues from the telephone tax, was 
a basic stumbling block to the program of the Federal- 
State Action Committee that the telephone tax be 
turned over to the states. The federal-state group later 
proposed an allocation formula similar to the alterna- 
tive plans suggested in New York, but it was noted 
that such programs always present serious difficulties. 

Democratic legislative leaders in New York also 
have gone on record against Governor Rockefeller’s 
proposal to charge the costs of operating the state Public 
Service Commission to the utilities it regulates. They 
commented that the costs ultimately would be passed 
along to users, anyway. 

The New York Telephone Co. described the Rocke- 
feller commission financing proposal as “in effect an 
additional tax on utility users.” The company pointed 
out that as a result of the plan, “telephone users would 
be obliged to pay an additional amount of nearly a 
million dollars a year toward the operation of the Public 
Service Commission . .. In view of the unfair tax load 
already borne by the telephone user. we do not believe 


this proposal is a sound one.” 


AT&T Distributes Cost Data 
For Schedule Five Hearing 


> Cost data covering data transmission channels spe- 
cially designed for the SAGE system of air defense 
were distributed last month by the AT&T Long Lines 
Department in prepared written testimony to be 
offered in an FCC hearing slated to begin March 15. 
The hearing is in connection with Long Lines’ Sched- 
ule 5 service tariff, with the General Services Ad- 
ministration due to take the principal opposing role. 
It is a continuation of the general private line rate in- 
vestigation, 

The cost studies offered eliminated the previous 
allowances for group combiners on TD-2 radio relay 
routes, which had the effect of requiring two micro- 
wave channels for each data channel. Since SAGE 
cost study material was distributed in the general 
private line case, further experience has shown that 
group combiners are not needed in the 200-400 nor- 
mal TD-2 sections in SAGE service, Long Lines 
Chief Engineer James R. Rae testified. Still more 

Please turn to page 20 
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when 
where you need it! 


From many convenient locations, 
quality Keystone Wire is available 
for the needs of the telephone in- 
dustry. Keystone offers a full range 
of Class A line wire in 50M, 85M 
and 135M tensile strengths. All line 
wires meet the specifications of 
A.S.T.M. and A.T.&T. and are ap- 
proved by R.E.A. Your Keystone 
Distributor also offers a full line of 
galvanized bond, tie and construc- 
tion wire in a full range of gauges. 
For quality wire—and prompt de- 
livery—contact your nearest Key- 
stone Telephone Wire Distributor 
or write direct for information. 

KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 


. 


y — 
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Crescent Electric Supply Company 


Burlington, lowa 

Cedar Rapids, la. 
Davenport, lowa 
Dubuque, lowa 

Madison, Wisconsin 
Mason City, lowa 
Ottumwa, lowa 

Peoria, Illinois 

Quincy, Illinois 

Rapid City, South Dakota 
Sioux City, lowa 

Sioux Falls, South Dakota 
Spencer, lowa 

Sterling, Illinois 
Waterloo, lowa 


Dakota Electric Supply Co. 


Fargo, North Dakota 


Joslyn Mfg. and Supply Co. 


Birmingham, Alabama 
Chicago, Illinois 

Dallas, Texas 

New Orleans, Louisiana 
New York, N. Y. 

N. Kansas City, Missouri 


Oklahoma City, Oklahoma 
Omaha, Nebraska 
St. Paul, Minnesota 

Kingsport Electric Co., Ine. 
Kingsport, Tennessee 

The Mine & Smelter Supply Co. 
Salt Lake City, Utah 

Line Material Industries 
Milwaukee 1, Wisconsin 

Nelson Electric Supply Co. 
Dallas, Texas 
Lubbock, Texas 

Jack Pruzan Co. 
Seattle, Washington 

Southern Electrical Corp. 
Chattanooga, Tennessee 

Suttle Equipment Company 
Chicago, IIlinois 
Lawrenceville, IIlinois 

Tennessee Valley Electric Supply Co. 
Nashville, Tennessee 

Wheeler Lumber Bridge & Supply Co. 
Norfolk, Nebraska 

British Ropes Canadian Fact., Ltd. 
Vancouver, B. C., Canada 

Marshall-Wells Canadian Companies, 

Ltd. 

Winnipeg, Manitoba, Canada 


... by the makers of famous Red Brand Fence 
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Diaiity construction is an important factor to the man who selects 
dial switching equipment. That's why so many telephone men 
have toured our factory at Northlake, Illinois, to see the entire 
manufacturing process of Strowger equipment. They've seen how 
raw materials are carefully inspected for quality. They've observed 
the close tolerances to which each Strowger part is manufactured 
to insure ease of adjustment. They've watched the accurate con- 
trol that is applied in the finishing of Strowger parts to provide 
good fit and lifetime protection. And, they’ve noted the constant 
inspection of these parts during every stage of production. No 


wonder so many telephone men choose Strowger! 


QUALITY CONSTRUCTION. 


another reason why 


telephone men choose Strowger! 


FIND OUT FOR YOURSELF! The next time you're in the Chicago area, 
come and visit us. We'll be glad to show you through our entire 
Northlake plant. You'll see the unsurpassed quality and crafts- 
manship in the construction of Strowger. To make arrangements 
for your tour, write Automatic Electric Sales Corporation, North- 
lake, Illinois. 


AUTOMATIC ELECTRIC 


Subsidiary of 


GENERAL TELEPHONE & ELECTRONICS 











WASHINGTON 
| AIRE IESE LORE ATE. 


(Concluded from page 16) 


experience will be needed for a definite conclusion 
about th longer routes, he said, but it was decided 
not to include the group combiners in the material 
distributed last month. 

Furnishing cost study information, AT&T Inven- 
tory & Cost Engineer Kenneth D. Howatt reported 
that, on the basis of his analyses, total interstate priv- 
ate line services for the SAGE system provided by 
Bell System companies resulted in a ratio of net 
operating revenues to net investment of 3.6%. He 
said that the Bell System figure for total data services 
under Schedule 5 is 3.3%. 


FCC Approves Sale of 


Three S. W. Bell Exchanges 
The FCC last month granted a request of the South- 


western Bell Tel. Co. for public interest certification to 
discontinue service through exchanges at Alton and 
Thayer, Mo., and Mammoth Spring, Ark., when the 
South Missouri Tel. Co. takes over service at the ex- 
changes. The South Missouri company, which has head- 
quarters at Steelville, Mo., is to pay about $355,000 for 
the properties, which serve slightly under 1900 tele- 


phones. 


Accounting Rule Change Would 


Affect Small Replacements 
A change in the FCC’s accounting rules for tele- 


phone companies, which will permit many small replace- 
ments of aerial cable and aerial wire to be accounted 
for as maintenance rather than construction, was pro- 
posed by the FCC last month at the request of the 
American Telephone & Telegraph Co. Comments were 
asked by March 14. 

The proposal would increase the minimum lengths 
of aerial cable and wire defined as retirement units to 
two continuous spans of cable, instead of the present 
one, and five continuous spans of wire, compared with 
the present two. 

The Commission said that “The retirement units as 
well as the types of plant used by wire telegraph, ocean 
cable, and radiotelegraph carriers vary considerably 
from those for telephone companies, and no changes are 
now proposed for these carriers; however, comments 
may be considered with respect to whether similar 
changes should be made in the retirement units pre- 
scribed for these systems.” 

AT&T estimated, the FCC reported, that there will 
be an increase in maintenance expense for the Bell 
System of $1,500,000 a year in connection with the 
proposed changes. This, however, would be offset in 
part. by a decrease in accounting and other clerical 
expenses. “It appears that the proposed changes would 
also produce a long-run reduction in depreciation ex- 
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penses,” the FCC added, “because of the lengthened 
life of the plant in question, due to accounting for these 
small replacements as maintenance rather than as re- 


tirements.”’ 


NARUC To Review Telephone 


Separations Plans 
Bell System has been asked for details of the effects 


of three different telephone separations plans, if they 
were put into effect, in latest step in National Associa- 
tion of Railroad & Utilities Commissioners Special Tele- 
phone Committee’s review of separations matters. Re- 
quest, of a staff subcommittee of NARUC and FCC, was 
directed by NARUC Special Telephone Committee fol- 
lowing meetings of STC and subcommittee in Washing- 
ton last month. 

Separations and toll rate disparity matters occupied 
aitention of commissioners’ and staff groups almost 
throughout their Washington meetings. Projected study 
of Western Electric Co., and the FCC’s private micro- 
wave decision, other matters of continuing interest, re- 
ceived relatively little discussion. From standpoint of 
communications industry, principal topic of discussion 
at NARUC Executive Committee sessions, other than 
reports of telephone group, centered around excise tax 
situation, and proposals that states take over local tele- 
phone tax upon its scheduled termination June 30. 

Virginia Commissioner H. Lester Hooker, who heads 
NARUC Legislation Committee, reported on recent de- 
velopments in federal-state situation, and emphasized 
that past pronouncements of the association on the sub- 
ject oppose communications excises in principle, re- 
gardless of what taxing authority levies them. It was 
noted that association not only is on record in favor of 
repeal of federal communications and transportation 
taxes, but also has opposed proposals to transfer part 
or all of local telephone taxing authority to the states. 


Industry representatives had been asked at most 
recent meeting of NARUC-FCC staff groups to furnish 
information on effects on investment and expenses of 
three separations plans differing from “modified 
Phoenix plan” now in effect — the full Phoenix, mes- 
sage-minute-mile, and circuit mile plans. Estimates were 
submitted by Bell System spokesmen at last months 
meeting on the estimated over-all national effect of the 
three plans, and the commisisoners’ committee called 
for greatly expanded and detailed information. Target 
date for receipt of information is June 1, making it 
unlikely that anything definitive will happen until after 
that time. 

Western Electric study was put aside for later consid- 
eration, including question of financing the work. In 
brief discussion of the microwave case, on which 
NARUC President George R. Perrine, of Illinois, and 
FCC Chairman John C. Doerfer have had two exchanges 
of correspondence, group concluded that no action can 
be taken until FCC decides whether to reconsider its 
ruling generally opening up frequency areas above 890 
megacycles for private point-to-point operation. 

































more oomph 


through just about anything. 


Like some people, some derricks have a little extra 
oomph. This derrick—Holan’s Series 6800 has it 
... especially in the lower operating ranges. 


The 6800 has extra strength because of extra lift 
cylinders—four instead of two. It lifts 2,000 pounds 
when only 5% feet from the ground . . . body-loads 
4,000 pounds. Capacity is 8,000 pounds. 

More digger comph, too 
The digger here is Holan’s 3-speed Series 5400. 
Maximum torque is 8,400 foot-pounds—tops by far 


among derrick-suspended diggers. With the power 
of the derrick and digger combined, you could bore 


If you are in the market for power equipment with 
that extra oomph, get in touch with a Holan Field 
Representative. 

Holan Corporation, 4100 West 150th Street, Cleveland 35, Ohio 
Plants in Cleveland, Ohio; Griffin, Georgia; Phoenix, Arizona 


HOLA D 


Subsidiary of THE OHIO BRASS COMPANY 
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“REVENUE OFTEN INCREASES 50% OR MORE 


Revenue immediately increased 51 per 
cent at this booth in Platea, Pa., when 
General Telephone replaced the old style 
unit with an Alcoa outdoor installation, 
proving that customers definitely prefer 


aluminum’s brighter, cleaner appearance. 


WHEN WE SWITCH TO ALCOA BOOTHS,” 


“Since 1955 we have purchased 177 Alcoa outdoor 
booths and every one of them has more than paid its 
way in increased revenue, lower maintenance expense 
and reduced vandalism damage,” says Mr. Schultz. 

“An example of the way booths of Alcoa Aluminum 
boost revenue is this installation in Platea, Pa. Ever 
since we switched from an old style booth to an alumi- 
num unit and moved the installation a few feet closer 
to the highway, revenue has shown an average increase 
of 51 per cent a month. 

“Upkeep costs have also gone down since we started 
installing aluminum booths. Because they are corrosion 
resistant, occasional washing and sweeping is all that 


Maintenance costs went down for General Telephone 
of Pennsylvania when it began using outdoor booths 
of Alcoa® Aluminum. Occasional sweeping and wash- 
ing with soap and water is all that is needed to keep 
them smart and new looking. 





Reports T. J. Schultz, General Commercial Manager, General Telephone Company of Pennsylvania 





“People like the lighting in Alcoa booths,” says Mr. Schultz. 
“Excellent lighting and sturdy construction give a feeling of 
safety at night!” 


Your Guide to the Best in Aluminum Value 


For exciting drama watch “Alcoa Presents’ every Tuesday, ABC-TV, and the Emmy 
Award winning “Alcoa Theatre’’ alternate Mondays, NBC-TV 


is needed to keep them clean and attractive. An« 
vandalism, too, has been greatly reduced . . . thanks to 
the excellent lighting and sturdy construction of Alcoa 
booths.” 

Like many other companies, General Telephone of 
Pennsylvania has found Alcoa outdoor booths a sound 
investment and a sure road to an immediate increase in 
revenue. Why not find out how Alcoa booths can do the 
same for you? Write for free brochure and ask your 
jobber to show you the Alcoa Goodwill Kit—the free 
promotional package to help you merchandise the new 
booth to vour customers. Aluminum Company of 
America 1721-C Alcoa Building, Pittsburgh 19, Pa. 
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For PROVED RELIABILITY under 
all conditions.. consider COLLINS 


Throughout the world...in every extreme of 





<b 

a, climate and over every kind of terrain... * 
, Collins microwave-carrier systems have proved 
B. and are proving their reliability where it counts 
2; —on the job. For information on how Collins may 
B. help you solve your own particular communications 
EP problem, contact Collins Radio Company, Texas 
DP Sales Division, 

SP 1930 Hi-Line Dr., 

#5 Dallas 7, Texas. COLL A. 
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—_——_-E DITORIAL——— 


cE TAKES nothing more than a close reading 
of news emanating from Washington, D. C., 
and from various state capitols to make the read- 
er realize that (1) telephone companies and their 
customers have been placed squarely in the mid- 
die by the latest developments affecting the tele- 
phone excise tax; and (2) if the tax is allowed 
to die as scheduled on June 30 many states will 
adopt it so fast the nation’s telephone users will 
begin to wonder at the skill of their state gov- 
ernments at grabbing an opportunity for a new 
tax and making the most of it. 


Leon Roberts, USITA’s Director of Informa- 
tion, properly summed up the present situation 
in his February 5 letter to USITA members when 
he said, “It becomes increasingly evident that the 
victims want the excise tax on telephone service 
terminated but that many — perhaps too many 
— government officials and legislators want to 
retain and/or add to this sales tax on communi- 
cations as long as the people will stand for it...” 


There is much evidence to support the truth 
of Mr. Robert’s remarks and also support the 
head we fashioned for this TE&M editorial — 
“The Governors Aren’t Kidding.” 


The plain fact is — the governors haven’t been 
kidding for some time. This latest move to trans- 
fer the telephone tax to state and local jurisdic- 
tion is similar to the plans of the Joint Federal- 
State Action Committee to transfer a least part 
of the tax on local telephone service to non-fed- 
eral jurisdictions. 

In our book, the line of reasoning is about 
the same: (1) the telephone is a taxable commod- 
ity of which there are many in each community, 
providing a universal revenue source; (2) eva- 
sion of the tax is difficult; and (3) it is easy and 
inexpensive to collect, since the telephone com- 
panies are required to do the work. 


We will grant that to-date the Federal-States’ 
program has failed to sell its story. But the gov- 


( The foregoing editorial, although copyrighted, may be reprinted in whole or in part 
without charge provided the publication’s name and address are shown on the reprint, 
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“The Governors Aren't Kidding” 





ernors of the individual states are not about to 
allow the Federal-State Action Committee to die 
by the wayside. At this writing, we understand 
the governors or legislative leaders of 14 states 
have affirmatively advised leaders of the com- 
mittee of their interest in the plan. 


Also, last month, Rep. Charles E. Goodell 
(R., N. Y.) followed through on the plans of New 
York Governor Rockefeller for imposition of the 
local telephone excise tax by states and localities 
by offering a bill that would extend the 10 per- 
cent federal tax on local telephone service for 
another year, to June 30, 1961. 


However, the bill would not apply “with re- 
spect to service furnished within any state where 
there is a state law imposing, upon amounts paid 
for general telephone service, an excise tax which 
is determined by the Secretary (of the Treasury) 
or his delegate to be substantially identical, with- 
in the limits of state taxing power, to the tax im- 
posed on amounts paid for such service” by the 
federal government. 


This bill, if adopted, would permit the New 
York Legislature — or any other state legislative 
body — to take over the telephone excise for 
revenue within its own borders and the federal 
tax would continue to apply for another year in 
states which took no action. 


Such a bill indicates the governors are serious. 
They are overlooking nothing that will help them 
obtain the release of the local telephone tax to 
states and localities. 


We will admit they form a powerful group. 
Kut at the same time we believe there is another 
group that can be equally as powerful. That 
group is composed of the nation’s telephone 
users and we believe it is high time members of 
this group let their governors know that (1) 
they are against the governors’ plans to continue 
a temporary tax and make it a permanent part 
of the tax laws of each state. 






four copies of the reprint are filed with this publication, and the editor is advised of 


number of reprints made. This legend need not appear on the publication.) 
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‘““THERE IS NOTHING FINER THAN A STROMBERG-CARLSON 


Cash in 


on the important extra-revenue 


features of the Stromberg-Carlson 


*1553-W” wall telephones. 


You can earn extra revenue by installing them as extensions— 
less ringers—and reap the benefits of the low cost of the 
instrument plus high monthly return on your investment. 
Our ‘‘1553-W” instrument is easy to sell. Slim, trim 
and compact, it fits anywhere—in kitchen, hallway, workroom 
or den for home users; in many convenient places 
for commercial subscribers. 
It’s a high-efficiency ‘500-type”’ instrument, available 
in 10 decorator colors, including black or white. 
Ask your Stromberg-Carlson representative for literature, 
selling aids and details of our extra-revenue plan. In 
Atlanta call TRinity 5-7467; Chicago: STate 2-4235; 
Kansas City: HArrison 1-6618; Rochester: HUbbard 2-2200; 
San Francisco: OXford 7-3630. 


STROMBERG -CARLSON 
avivisionor GENERAL DYNAMICS 
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YOU START SAVING 





AS SOON AS YOU 
START INSTALLING 





The easier and faster you make a lineman’s job, 
the more time and money you save on in- 
stallation, service and maintenance. This was 
part of the thinking behind the development 
of Anaconda Alpeth telephone cable. 


Test splicing is costly and time-consuming, 
and installation test pinholes in polyethylene 
are almost certain to produce failure in time. 
Such failures mean costly maintenance. 


But—new color-coded Anaconda Alpeth elim- 
inates test splicing and broken insulation, 
maintaining complete moisture protection, 
saving installation time and labor. 








COLOR-CODED ANACONDA ALPETH 





You get long-range 
operating advantages too 


Every time you add a new station, you get 
every installation advantage over and over 
again. 


It’s versatile. Install Anaconda Alpeth aerially 
with a messenger, or in underground ducts. 
It’s ideal for rural, suburban, and urban tele- 
phone plants. 


The longitudinally applied aluminum shield 
offers you all these extras—a virtually noise- 
free plastic cable . . . an excellent path to 
ground for induced lightning and power 
surges . . . an effective shield from outside 
interference . . . low electrical resistance . . - 
provides a shield with electrical characteris- 
tics which are virtually unchanged with time. 


The high molecular-weight polyethylene jacket 
gives outstanding aging and weathering 
characteristics in addition to high moisture- 
and corrosion-resistance. 

These then are some of the reasons why 
you start saving—and keep saving—as soon 
as you start installing lightweight Anaconda 
Alpeth. For more information and full techni- 
cal data, write to: Anaconda Wire & Cable 
Company, 25 Broadway, New York, N. Y. 


59223 





ASK THE MAN FROM 


ANACONDA 


FOR ANACONDA ALPETH 
COLOR-CODED TELEPHONE CABLE 


Anaconda Wire & Cable Company—the independent manufacturer for the independent telephone industry 









THE MODEL “RC” 





features are: 
@ Hi-Lo pressure switch for alarm 


@ Humistat for alarm above 4% 
R.H. 


@ Power failure relays and sep- 
arate fustat 


@ By-Pass Valve & alarm for ex- 
cessive R.H. 


@ Mechanical control valve for 
stand-by air supply (O.P.N.) 
in event of power failure 


e@Additional safety features on 
air compressor 


@ Power supply is 115 volt, AC 
on the Dehydrator and Air 
Compressor 








@ Power consumption — 2 AMPS 





NEW MODEL “RC” 
Cabinet Mounted 


MODEL “A’ 





MOBILE POWER UNIT cd 


Model MPU-4-C Dehydrator 





e — (slow a Exchange unit equipment de- 
ee és os quiet- silateiels Siaiat a signed to supply chemically 
dry air for telephone cables, 

Watt, 110- Volt Ay Gangrene aerial and underground, this 
BC | unit can supply as many as 
© Pump — 2800 60 cables. It is equipped with 
volume recording air meter, 


GPH Diaphragm 
to remove seep- _ Diaphragm 
age and drain 
back 


meter. 


@ Completely automatic 


@ Air Compressor eration 
— to put cables 
under pressure @ Air purifier to eliminate oil 
for cutovers or mist 
repairs 


@ Furnished with ty devices 


or without pump 
and compressor 


Air Compressor 


high and low pressure alarm 
switches, humidstat and hour 


MANUFACTURING CORP. 


DEHYDRATOR 


AUTOMATIC 


for pressurizing aerial and underground telephone cables 


The Model “RC” Dehydrator is designed to supply dry air 
to telephone cables. Among its many outstanding safety 


The Model “RC” and “R” 
Dehydrators Automatic are 
designed for small _in- 
stallations of 80 miles or 
less of cable. The Model 
“RC” is a floor mounted 
unit, and the Model “R” is 
for wall mounting. Oper- 
ating voltage is 115/220 
volts, 1 phase, 60 cycle, 
and the output is 700 
standard cubic feet per 
day maximum, with a 
dewpoint of —40°F. and 
power consumption of 2 
AMPS. 


‘ 


in op- 


@ Incorporates the latest safe- 


phone or write 





S & G MANUFACTURING CORPORATION 


P. O. Box 1309 * New Orleans 10, La. * JAckson 5-3142 
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Better Answers Are Needed 


By T. DeWITT TALMAGE* 


The simplest way to better your lot is to do a lot 

better. Sometimes it costs less to MOVE AHEAD 

than to stand still. Knowing WHEN to do WHAT 

is the key to making a success of your job — 
and your company. 


PODOUUECEDEEDECUUEDEDEELOEECEOERECEDEDEREEDEUECEDEDEEUESECECEDEOUDEREEERTEGEGO DEDEDE EE OCEDEDEDEDERADUEDEROEOOEDUDORUTUROROE DEDEDE GOROGSODEETTOOERODSEIEORUED 


| SPITE of the attractive aspects of the many differ- 


ent kinds of jobs' included in “telephone work,” 
comments can be heard occasionally that are sympto- 
matic of dissatisfaction — either real or fancied. Such 
remarks, as might be expected, vary in substance be- 
cause of differing circumstances. 

An interesting case in point that is common enough 
these days to warrant mentioning is that encountered in 
connection with conversions of manually-operated tele- 


*Educational Manager, Kellogg Switchboard and 
Supply Company, Chicago 38, Illinois. 


phone switching systems to dial telephone service. In 
some situations of this type, you do not have to listen 
very attentively to hear comments along the following 
line of thought: “I believe that I’d like my new work 
more if I had a chance to understand it better,” or 
“T would be better satisfied if I knew more about what 
I’m doing — or what I’m supposed to be doing.” 

Surprising as it may seem, the paraphrased statements 
just quoted are encouraging because they reflect a 
healthy attitude on the part of those expressing them- 
selves. Sincerely made, these comments and others like 
them indicate interest in one’s job and an admirable 
desire to do better work. 

Now there may be some who fear that anyone who 
wants to do a better job has an ulterior motive in mind. 


1See the section headed “The Telephone Industry 
and Its Workers,” in the U. S. Department of Labor’s 
bulletin No. 1215 entitled: “Occupational Outlook 
Handbook.” This 697-page document is published by 
and available from the Superintendent of Documents, 
U. S. Government Printing Office, Washington 25, 
D. C. Price $4.00. 
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Even if so, are honest ulterior motives objectionable? 
Under normal conditions the fair-minded answer to 
this question is “No.” Why? 

This is simply because there is nothing unusual, 
nothing unbusinesslike, or nothing undemocratic in 
the thought that a man who succeeds in doing superior 
work has a right to expect to have his lot in life bet- 
tered by being rewarded accordingly. This is one of 
the generally accepted keystone tenets upon which our 
free enterprise business system is based. 

That is, one of the basic principles of the American 
way of life can be described in the thirteen-word state- 
ment: “The simplest way to better your lot is to do 
a lot better.” 

Superstitious people may argue that any policy or 
philosophy that takes exactly 13 words to express it is 
bad luck. Perhaps it is bad luck for those who do not 
give it a fair tryout. 

On the other hand, those who have taken this 13- 
word approach-to-work philosophy and actually “tried 
it on for size” have found that it pays off more often 
than not. 

Therefore, where this mutually-rewarding policy is 
actively practiced on a reciprocal basis (without un- 
necessary, discouraging lag between cause and effect), 
there should be less occasion to encounter dissatisfaction 
arising from this source. 

Such an enterprising spirit and mutually-beneficial 
attitude should be developed and consistently fostered; 
otherwise blighting frustration may set in. This could 
deteriorate into a self-defeating outlook something like 
that expressed by the sign on the old-fashioned gasoline 
“filling” station far out in the western desert which 
read: “Don’t ask us for information — if we knew 


anything we wouldn’t be here.” 


Alertness Pays Off, Too 
OST ALERT telephone workers — supervisors and 
nonsupervisors alike — realize in varying de- 
grees that one of their important responsibilities is to 
constantly watch out for and recognize early symptoms 
of problems including conditions that breed frustration 
of workers. If for no other reason, this is obviously 
necessary for economical operating results because in 
certain instances it is cheaper to take action by nipping 
problems in the bud before they grow into serious, 
expensive proportions. 

Another precaution to keep in mind when analyzing 
a company’s operations in an area where the shoe 
pinches is that due care — yes, even special care — 
must be observed not to mistake the symptoms them- 
selves for the actual causes of the problem. What does 
this mean? This means merely that symptoms, as such, 
and the grass-root causes producing these symptoms can 
be, and usually are, two different things. 

For example, difficulty in attracting and _ hiring 
entirely suitable new employes when needed or the un- 
fortunate existence of an above-average rate of turn- 
over of present employes or both are symptoms, the 





APRINTED CARD ON A TELEPHONE 

(9 HOME BUT I'LL BE BOOTH AT RAMEY FIELD, PUERTO 
DARNED IF | CAN RICO, SAYS,"IF THIS TELE PHONE 
REMEMBER MY NUMBER, 1s INOPERATIVE OR DOES NOT 


IVE GOT TO CALL 


MRS, ESSIE INMAN 
OF SAYRE, OKLA, 
HAS HAD THE SAME 
PHONE NUMBER FOR 
51 YEARS AND HAS 
BEEN A RURAL MAIL 
CARRIER 40 YRS. 


PAT JENKINS OF HOPKINSVILLE, KY, 

MUST SPEND SIX MONTHS IN BED, 

BUT SHE WONT MISS A 

DAY OF SCHOOL 

WORK- PAT, 16, 

A HIGH SCHOOL 

JUNIOR, WILL MAKE USE OF A HOME- 

TO- SCHOOL TELEPHONE HOOKUP WHILE 

SHE'S TREATED FOR A RHEUMATIC 
HEART AILMENT 


causes of which must be uncovered before an adequate 
understanding can be had of the situation. 

Nothing permanent is gained unless the real causes 
themselves are identified and corrected. 


Economic Priority Of Problems 
ee now of speed, one of the quickest-to-under- 
stand phenomena that is encountered in the opera- 
tion of any well-managed utility enterprise is that any- 
thing that hampers income or revenues, anything that 
unnecessarily increases operating or construction costs, 
or anything that degrades the telephone service below 
commercial standards or tolerable limits can be ex- 
pected to receive fast and vigorous attention. 

How is this generally done? 

In such predicaments, the working techniques re- 
quired to get corrective measures under way with a 
minimum of delay include possession of the knack of 
speedily recognizing the complete extent of the eeo- 
nomic implications of each problem. It is this skill, as 
much as any other one trait, that earmarks the outstand- 
ingly valuable worker and distinguishes him from the 
worker of average usefulness. 

Once the habit of reaching this essential objective 
has been acquired, it is then comparatively easy to 
classify the problems in an order of priority according 
to the relative economic importance of each. From then 
on, a methodical schedule can be followed with com- 
plete assurance that such well-aimed efforts will have 
the most constructive influence on the key problems 
in the proper sequence. This is a basic business re- 
quirement whose practical importance cannot be over- 
emphasized. 

Admittedly, identifying and evaluating projects is not 


Please turn to page 48 
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by USI 





Heart of the 
Central Office 
Telephone Exchange 


The Motorswitch has been proven 
in over a million lines of central 
office systems now in world-wide 
service ... overwhelming evidence 
of its universal acceptance. Use of 
the USI Motorswitch enables cen- 
tral office systems to combine the 


speed and flexibility of common 
control systems with the simplicity 
of step-by-step systems. 


HIGH STEPPING sPEED—Searches over a maximum of 160 contacts per 
second, compared to 30 to 40 on stepping switches. 


NEGLIGIBLE VIBRATION—Is an advantageous result of the Motorswitch being 
electrically driven and electrically stopped. Microphonics are reduced 
and noise levels in equipment rooms are lowered by the absence of 
ratchet-driven parts. 

PRECIOUS-METAL TWIN WIPER CONTACTS—In talking circuits provide 
lowest contact resistance and maximum reliability and are used through- 
out the Motorswitch construction. 


SOLDERLESS BANK CONTACT sTRIPS—Reduce the required number of 
soldered connections by 90% . . . increase reliability . . . simplify regrad- 
ing... cut the need for grading and level hunting switches. 


VERTICAL BANK CONTACTS -— Shrug off wear-producing dust. 





UNITED STATES INSTRUMENT CORPORATION 
CHARLOTTESVILLE, VIRGINIA 
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COMMERCIAL DEPARTMENT NOTES 
hy ALLAN R. STACEY 


Sales Training For Installers 


OU MAY wonder how it comes 
about that the column _ headed 
“Commercial Department Notes” 
winds up talking about sales train- 
ing for telephone installers. My only 
answer is that some of us in the 
telephone business are men of many 
hats and today we are wearing the 
one labeled “General Manager” and 
under its broad brim we are taking 
a look at the installer’s part in ex- 
panding our service to the public. 
Recently the REA put out a Mer- 
chandising Handbook for installation 
and repair forces. This was Telephone 
Operations Manual Section 1471. On 
the back cover was a motto which 
strongly appealed to me: “Selling 
Adequate Telephone Service Is Part 
of Every Telephone Employe’s Job.” 
It means that installer-repairmen, too, 
are responsible for telephone sales. 


How Do You Measure Up? 

F YOU ARE like me, you will 

wonder whether the sales results 
being achieved by your plant depart- 
ment are poor, mediocre or excellent. 
The best method I know to judge 
this is to take a look at what the 
other fellow is doing. Thus, there are 
two ways to evaluate your perform- 
ance. First, how does your company’s 
business office sales effort compare 
with your own company’s plant de- 
partment sales effort? Second, how 
does each of these departments com- 
pare with similar departments in 
other companies? 


Business Office vs. 

Plant Department 
EASURING IN terms of gross 
annual revenue income from 
each additional sale, we find that in 
progressive companies the plant de- 
partment sales will equal 60% or 
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The Author, ALLAN R. STACEY, 
is vice-president of the Sunland- 
Tujunga Tel. Co., Sunland, Calif. 


better of the total sales of the busi- 
ness office. For example, if the busi- 
ness office sells $25,000 in gross an- 
nual revenue for a given period, it 
can be expected that the plant depart- 
ment will sell $15,000 or better. We 
say “It can be expected” but it does 
not come to pass unless someone pays 
attention to seeing that results are 
achieved. In the case of my own com- 
pany, an early look at this compari- 
son showed me the plant department 
was selling no more than 10% of 
the business office sales total. We had 


to get busy. 


Measurement Of Extension Sales 
NOTHER WAY to measure the 
effectiveness of plant sales is to 
compare the number of extensions 
sold per hundred subscriber premises 
visited by plant men. Naturally, the 
results will vary by geographic areas 
of our country and types of compa- 
nies. Here’s a sample. 
In more sparsely settled areas of 


the country, the range might be from 
two sales per hundred visits to three 
and one-half. 

In the very rapidly growing, heav- 
ily populated areas, the range might 
be from four sales per hundred visits 
to nine. 

You might like to compare your- 
self with a nationwide average of the 
Bell System. I understand that this is 
about six extension sales per hundred 
visits to premises by installers. 


Measurement of Color 
Telephone Sales 
ie SPARSELY populated, reason- 
ably stable areas, the entire plant 
department seems to sell, per month, 
between six and eight color tele- 
phones per 10,000 telephones in serv- 
ice in the exchange. 

In areas that are growing rapidly 
and having a great many moves be- 
cause of shifting population, the plant 
department can be expected to sell 
33 to 38 color telephones per month 
per 10,000 telephones in the ex- 
change. 

The nationwide Bell average is 18 
color telephones per month per 
10,000 stations. 


Mr. Telephone 
SSUMING NOW that you have 
decided to place more telephones 
in the field and thus provide better 
telephone service to our customers, 
why pick on the installer-repairman 
to do this job? The reason is quite 
simple. He represents us to more 
people than does any other single 
employe. A subscriber may telephone 
to the business office to order service 
but it is an extremely rare occasion 
when he is not present in person to 
welcome the installer-repairman. 
Recently there came to my atten- 
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tion a little two-page bulletin talking 
about Mr. Telephone. I have no idea 
what the source of the information 
was, but the points are certainly per- 
tinent. It says that out of all our 
employes, the installer-repairman is 
best suited to help our sales program 
because he is the one person who 
meets our subscribers face to face 
every day. 

It points out that while we realize 
our first duty to our customers is to 
provide good service, we have, of ne- 
cessity in the past, had to ask the 
subscriber to use the available serv- 
ice. Now, most of our customers do 
not realize what good services are 
available and how little they cost. 

Since most telephone users see 
only the one telephone employe — 
the plant man — Mr. Telephone, he 
is the expert and they look to him 
for answers. He is expected to make 
recommendations concerning their 
service. There is no doubt, then, the 
plant man has the door open to sales 
opportunity. 

This little bulletin winds up with 
“The time is past when you, as a 
plant man, are an ‘order taker’ for 
one black telephone located in the 
center hall. Energetic sales participa- 
tion will benefit the customer, the 


company and you. Go get ’em!” 


Organizing A Plant 
Sales Program 
HE BEST time to get started is 
now. This means laying out a 

schedule of objectives on paper and 
then fulfilling those objectives by ap- 
plying times and dates. Here is a 
sample schedule from one company 
just beginning this type of program: 

First Installer-Repairman Sales 
Meeting — Introductory remarks 
by the top management to the effect 
that this program is good for the 
company, good for the public and 
good for the employe. (No program 
of this type can be successful without 
energetic support from top manage- 
ment.) General explanation of the 
program and what the men can ex- 
pect to learn. Comparison of sales 
results of this plant department at the 
present time against sales results of 
other companies or departments. 

Second Meeting — Introduction 
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to service needs of the customer as 
shown in the film “Family Affair.” 
Group discussion of general topic. 

Third Meeting — Continuation 
of film “Family Affair” with use of 
case History Studies. 

Fourth Meeting — Continuation 
of Case Studies. 

Fifth Meeting — Tour of com- 
pany premises by installer-repairmen 
so as to develop understanding of 
business office, billing department 
and traffic department. How much 
better an installer-repairman can in- 
telligently discuss an additional list- 
ing if he has seen this working in the 
company’s traffic information depart- 
ment. 

Sixth Meeting — Training on 
why we sell. 

Seventh Meeting — Training on 
service planning the customer’s prem- 
ises. 

The meetings continue with vari- 
ous aspects of teaching installer-re- 
pairmen to sell. As you can see, many 
tools are available, including films, 
plant tours, discussion groups, case 
studies, role playing and any other 
ideas that you think are worth while. 


Incentive To The 
Installer-Repairman 

OMPANIES HAVE used many 

different techniques to encour- 
age installer-repairman sales. These 
range all the way from the top man 
each month receiving a day off to 
$1.00 cash per extension sold to a 
two-weeks paid vacation in Mexico 
City. In my personal opinion, in- 
centives should be used with caution 
because we want to teach our plant 
people that sales are as natural a 
part of the job as is correct place- 
ment of the drop wire at the sub- 
scriber’s house. 


Next Issue 

ELL, I CAN see we’re running 

out of time, and as old John 
Paul once said, “We have just begun 
to fight.” In the next issue we'll dis- 
cuss in detail why we sell, what we 
sell, how we sell and, in addition, 
study what some of the good tech- 
niques are for teaching these things 
to our installer-repairmen. See you 


then. — Allan R. Stacey. 
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Save time and work 
in engineering design 


Just Published! Here’s a practical manual 
of tested product-engineering aids to help 
you get quicker, easier solutions to every- 
day work problems. It offers a ready-made 
file of methods, formulas, tables, and 
charts for engineering top efficiency into 
devices, components, or complete products. 
Covers a full range of topics, from access- 
ories and assemblies to clutches, control 
devices, electrical components, etc. Includes 
such modern developments as ultrasonics 
and automated assembly. Over 1100 draw- 
ings show vital design details. 


PRODUCT ENGINEERING 
DESIGN MANUAL 


Edited by Douglas C. Greenwood 


Editor, Product Engineering Design Digest 
342 pp., 8% x 11, over 1100 illus., $9. 


The book provides a storehouse of material 
to stimulate you to new design ingenuity, 
and to help you gain improved mechan- 
isms, better assembly methods, and sav- 
ings in materials and time. Over 100 topics 
are systematically arranged and illustrated. 
You can see how each device works, what 
it does. and how it meets design require- 
ments. Thus, the book gives you the “feel” 
of a problem by showing in detail what is 
good, what has been done, and what is ac- 
ceptable. 


Gives up-to-date facts 
and data on resistors 


Just Published! This book thoroughly cov- 
ers fundamentals and needed data in the 
use of resistors in electronic design. You 
get groundwork in the basic aspects of re- 
sistance and descriptions of each type of 
resistor, the materials used in its manufac- 
ture, and characteristics associated with 
each type. Comprehensive tables give most 
manufacturers’ data, with specific types of 
resistors covered in common tables. Thus, 
a design or components engineer can easily 
determine the scope of what is available. 
Full attention is given to such important 
areas as reliability in resistors, measure- 
ments, etc. 


RESISTANCE AND 
RESISTORS 


By Charles L. Wellard 


Technical Director, Clifton Precision Products Co. 


264 pp., 6 x 8, 82 illus., $8.50 


Among the book’s many special features 
you will find a detailed treatment of pre- 
cision films as a replacement of wire- 
wound resistors. Included, too, is informa- 
tion on the preparation of precision films 
by pyrolysis, evaporation, and reduction of 
oxides. Numerous charts and graphs pre- 
sent information that heretofore has seldom 
been readily available regarding the power 
and voltage ratings of resistors, the varie- 
ties of material used in their construction, 
and their many industrial applications. 






Mail Your Order To: 
Educational Division 
TELEPHONE ENGINEER 
PUBLISHING CORP. 
7720 N. Sheridan Rd., Chicago 26, Ill. || 


















Cattle brands on your supply order? To Tiny, this idea seems very logical. You see, the 
boss always says that AE handles only famous brand supplies. Poor Roy— 
if he has enough patience, he may be able to explain the difference between 


famous brands and a western-style round-up. 


AE doesn’t sell cattle. But, we do handle hundreds of dependable, famous brand supply 
items. You see, we want to do supply business with you... your son...and even 
your grandson! And, the best way we can do this is to give you prompt delivery 
from a large stock of famous brands. Please give us a call. Give us a chance to 


prove that—at AE, you get all 3. 





warehouses: 


Northlake, 2915 Moore St. 2360 N. W. Quimby St. 
Illinois Richmond 21, Va. _—— Portland 10, Ore. 
Fillmore 5-7111 Elgin 8-9280 CApital 3-7244 


158 Corliss Avenue 2021 Main St. 


Johnson City, N. Y. Kansas City 8, Mo. 
SWarthmore 7-8507 HArrison 1-7575 


AUTOMATIC ELECTRIC 


Subsidiary of 
GENERAL TELEPHONE & ELECTRONICS 








“TRAFFIC LIGHTS” 


Your PBX Service 


F YOU don’t have Private Branch 

Exchange customers you don’t 
need a PBX Service Advisor, so you 
can save your time by reading what 
Allan Stacey and Ted Talmage have 
to say on some neighboring pages in 
this issue. BUT if you have even one 
PBX subscriber, you can’t afford not 
to have a PBX Service Advisor! 

In a small company the Service 
Advisor might be the same guy that 
has a lot of other titles like Manager, 
Wire Chief, Construction Superinten- 
dent, Traffic Engineer, etc. — but 
the duties are there. You might also 
consider the Chief Operator (if you 
have an operator office) or a busi- 
ness office employe. If you don’t have 
an operator office there is a possi- 
bility that you can have this work 
done by the company that furnishes 
your operator services. 


An Important Service 
AVE YOU ever had the services 
of a well-trained Service Ad- 
visor? Many companies are just be- 
ginning to find out the value of such 
an employe and perhaps you can 
profit too. 

An improperly operated PBX can 
waste circuit time on both outward 
and inward calls. It can cause cutoffs 
and it can cause over-timings. It can 
delay your toll operators’ work. It can 
spoil the customer’s internal service 
— and it can blast your public rela- 
tions. A PBX operator can also make 
or break your automatic ticketing 
system. When your PBX subscriber 
gets a new operator, who trains her? 
Are the old fallacies passed on to the 
new operator or do you take the op- 
portunity to get the “new look” 
across ? 


What is the physical condition of 





The Author, D. A. PERIGO, is 

general traffic superintendent of 

the West Coast Tel. Co., Everett, 
Washington. 


the PBX? Do all the circuits work 
satisfactorily? Are the supervisory 
signals working properly? Are the 
cords in good shape? Is there a par- 
ticular extension that is slow in an- 
swering? Why is it slow? When did 
you last sell this subscriber some- 
thing? Has he changed his opera- 
tions since the initial installation? 
Are a lot of incoming calls for the 
same extension? Does the subscriber 
know this may be shutting the door 
in a customer’s face? . . . How do 
you get the answers without a Serv- 
ice Advisor? 


Case Histories 
OW, we just happen to believe 
that anyone who can save op- 
erating time, save major mainten- 
ance, provide sales opportunities, and 
build a good name for your company 
is worth having around. 
Here are a few experiences of new 
Service Advisors in various locations: 


Advisor 


(1.) Over a cup of coffee an op- 
erator and a Service Advisor had this 
conversation: — 

Operator: “You visited the X Com- 
pany yesterday didn’t you?” 

Advisor: “Yes I did. Why?” 

Operator: “We noticed they are 
placing their toll calls properly to- 
day.” 

Yes, what happens is just that 
simple — and that was the result of 
just the first visit on which the Serv- 
ice Advisor was merely getting ac- 





quainted. 

(2.) “The switchboard is operating 
at capacity load. Quite frequently all 
cords and all trunks are in use, mak- 
ing it necessary for incoming calls 
and extension users to wait for idle 
equipment.” 

That is the start of a report which 
goes on to describe how an inter- 
mittent case of trouble created a dif- 
ficult problem. The subscriber also 
had a privately maintained intercom 
system that had seen better days. 
Several departments had increased in 
size with no increase in telephones 
which resulted in delays for custom- 
ers. 

We don’t know the final result in 
this case as it has not been fully de- 
cided — but there will be a new PBX 
and several additional extensions. 
There will be more than enough rev- 
enue to completely compensate for the 
time spent by the Service Advisor. 

(3.) “A follow-up visit here found 
a relief attendant on duty. She is a 
new employe and not yet comfortably 
familiar with the board so we were 
able to clear up several matters for 
her. 

“This is a very busy board and 
quite often all trunks were busy. This 
was discussed with the Office Man- 
ager and it was agreed to take a trunk 
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has been notified. 


“This board was experiencing trou- 
ble on incoming calls whereby exten- 
ston users dialing out would meet in- 
coming calls. This was referred to our 


Plant Department and a service man 
was dispatched at once.” 

Here again the report indicates the 
Service Advisor was helpful to the 
operator and the management. She 
created goodwill for the company and 
it would sound as if additional rev- 
enue would be created. 

(4.) “We answered a request from 
this customer to call and show the op- 
erator how to set up a conference call 
and also the technique used by the 
attendant when placing a long dis- 
tance call.” 

Please note — the customer needed 
help — and without a Service Ad- 
visor, who would do it? 


(5.) “We visited the X Hospital 





count to determine their needs for 
additional lines. Our business office 


for the first time. They are planning 
an extensive remodeling program. 
New equipment will be required at 
that time as the present equipment 
will be inadequate.” 

Without this visit of a Service Ad- 
visor the chances are pretty good 
that the telephone company would 
not have been advised of the plans 
until a later date — probably too late 
to have the equipment installed when 
needed — and certainly too late to 
help the customer with advice in 
planning the telephone arrangement 
to tie in with the remodeling. 

These are just a few examples of 
what a Service Advisor can do: 

Let’s suppose you operate a small 
company and already have many 
duties. We urge you to take on some 
more as a Service Advisor and: —- 

(1.) List all the operating features 
of each PBX. 

(2.) Know the Traffic Operating 
Practices. 





Longest Operator-Dialed Telephone Call 
Opens New U.S.-Puerto Rico Cable System 


THE LONGEST operator-dialed 
telephone conversation spanning 6,- 
000 miles from San Juan, Puerto Rico 
across the United States to Honolulu, 
Hawaii, on January 26 highlighted 
ceremonies opening a new U.S.- 
Puerto Rico 
cable system. 

Construction of the $17,000,000 
link was carried out by the Long 
Lines Department of American Tele- 
phone &*Telegraph Co., and Radio 


Corporation of Puerto Rico, a sub- 


submarine telephone 


sidiary of International Telephone & 
Telegraph Corp. It is the deepest tele- 
phone cable in the world. 

Before the cable opening, radio cir- 
cuits provided the only telephone 
service from the U. S. mainland to 
Puerto Rico. 

Operators in the United States now 
can dial directly to all phones in 
San Juan, which total 65 per cent of 
all phones on the island. San Juan op- 
erators can dial direct on 90% of all 


calls to the U.S. and Canada. 


It was during last November and 
this January that the twin cables — 
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one for each direction of speech — 
were laid by the cableship Monarch. 


The system’s terminal buildings are 
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(3.) Know the capacity of the 
equipment. 

(4.) Watch the customer’s busi- 
ness so you know when to add lines 
to a particular department. 

(5.) Show the customer how to 
save time with his telephone system. 

(6.) Be available to 
attendants. 


train new 

(7.) Let the customer know you 
are his friend and want to be advised 
of the slightest difficulty in using his 
PBX. 

(8.) Visit the PBX regularly. 

In larger companies where you 
will appoint a Service Advisor —- 
even if only part time — make sure 
you pick someone who enjoys peo- 
ple, has a pleasing personality, and 
knows her business. You will be com- 
pensated over and over for the time 
spent with your Private Branch Ex- 
change customers. 

Yes, you can afford a Service Ad- 
visor... D. A. Perigo. 
at West Palm Beach, Fla. and San 
Juan, a distance of 1,250 miles. Be- 
fore the Monarch began deep-sea op- 
erations, the cables were dropped be- 
neath the waters of the intra-coastal 
waterway and buried underground 
across Palm Beach. 











OCEAN 











Route of new U.S.-Puerto Rico telephone cable system extends from West 
Palm Beach, Fla., to San Juan, Puerto Rico. System comprises two cables — 
one for each direction of speech. From West Palm Beach, cables lie on bottom 
of Intra-coastal Waterway and then pass underground across Palm Beach to 
Atlantic Ocean. From there, deep-sea section continues 1,250 miles southeast 
to San Juan. Chart above shows profile of ocean bottom on which cables rest. 
Just northwest of San Juan, cables drop to almost five miles beneath surface 


when they cross Brownson Deep, the deepest valley in the Atlantic. 
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ADVERTISING 
ATIQNALLY IN MARCH 


March issues of three widely-read, 
widely-circulated national magazines 
—McCall’s, Parents’ and Redbcok— 
will carry a full-page advertisement 
urging housewives to shop by phone 
when they can’t leave home. 


In months to come the ad will also 
appear in Good Housekeeping and 
Ladies’ Home Journal—reaching, all 
told, over 20,000,000 households. 


During the past year, Bell System 
advertising in department store trade 
magazines has been getting a lot of 
stores interested in the profit possi- 
bilities of selling by telephone. 


Shown below are some of the advertisements which have been running 
for the past year in department store trade magazines. 


Now it’s time to get housewives 
everywhere interested in the ease and 
convenience of buying by telephone 
when weather or children keep them 
from shopping in person. 


We expect this advertising to stimu- 
late not only local calling for tele- 
phone companies across the country, 
but also additional business for the 
many stores they serve. 


For the more useful and profitable 
we can make telephone service, the 
better off our own business will be. 


BELL TELEPHONE SYSTEM 
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Supplies! When you need them most 


“MOON”: Hello, Ed. Glad to hear your 
voice! We were afraid that hurricane might 
have you folks in real trouble. 



























ED: Well, we’re in trouble, believe me, right 
up to our cross-arms, Moon. 


“MOON”: Sorry to hear it, Ed. What can we do to help? 





ED: We’ve got to have a couple of reels of 100 pair 24-gauge 
plastic-covered cable . . . 10,000 feet of drop wire .. . 50 
three-way expanding anchors . . . and a couple of hundred 
5-foot ground rods and 6 of your white wall phones. And 

*“ Moon—it all has to be b ~> by tomorrow morning. 


“MOON”: It’ll be there, Ed. You have my word on it. 





ED: Good. Another thing, Moon—I just know there’s a lot 
more we’ll be needing in a real hurry, but we don’t know 
what as yet. 


“‘MOON”’: I’ll be right here waiting for your call, Ed. You 
can count on us, for anything you need. 













STROMBERG -CARLSON 
avivision or GENERAL DYNAMICS 


\: TRINITY 5-7467; CHICAGO: STATE 2-4235; KANSAS CITY: HARRISON 1-6618; ROCHESTER: HUBBARD 2-2200; SAN FRANCISCO: OXFORD 7-3630. 
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PLANT ENGINEERING NOTES 
by JOHN S. REED 


"TASI" Boosts Cable Capacity 


In this issue Mr. Reed discusses 


(1) a new method that doubles 


capacity of submarine cables; and (2) a pre-engineered splice kit 
for plastic-covered cable. 


New Method To Double 
Capacity of Submarine Cables 
io A TWO-WAY telephone con- 
versation one person will be speak- 
ing only half the time on the average. 
If the voice currents of the two per- 
sons carrying on the conversation are 
carried over 
pairs of wire or two separate channels 


physically separated 


that are carrier derived, the person 
at the near end of the connection is 
talking over one pair of wires or one 
carrier channel while the person at the 
other end is using another pair of 
wires or another channel. The effect 
is that each half of the connection is 
not in use at the time one or the other 
is. 

If there was some way to interlace 
the two conversations to take advan- 
tage of the speech gaps, more effi- 
cient use could be made of existing 
transmission facilities. The time sav- 
ings would be extremely significant 
in the case of a large number of 
channels such as those in a submarine 
telephone cable. The larger the num- 
ber of channels, the more feasible is 
the arrangement; thus it is more prac- 
tical to increase the capacity of a 36 
channel system to 72 channels than 
to double the capacity of a five chan- 
nel system. 


Bell Telephone Laboratories has 
developed a system called TASI 
(Time Assignment Speech Interpola- 
tion) which will increase the capacity 
of the channel groups by perhaps as 
much as two times. 

TASI is essentially a group of high 
speed switches. If, for example. 36 
cable channels were available, 72 
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talkers could be connected. If there 
are more talkers than channels, the 
equipment will connect talkers who 
become active by disconnecting talk- 
ers who are silent at that moment. In 
turn, this disconnected talker will be 
assigned another momentarily inac- 
tive channel when he starts to speak 
again. A talker will be disconnected 
only when he is silent. 

When a person starts talking on 
the line, his voice actuates a speech 
detector. The speech detectors are 
scanned by a control circuit similar 
to a modern digital computer. This 
control circuit initiates a coded tone 
burst consisting of a group of four 
audio tones lasting only 10 millisec- 
onds and which precedes the voice 
over an available channel. After the 
tone burst, the control circuit connects 
the same talker to the same channel. 
The coded tones operate switches to 
connect the person to the proper line 
at the receiving end. The tones are 


not heard since the listener is not con- 





R. S. Hawkins (left) and F. Lohmeyer 
of Bell Telephone Laboratories exam- 
ine a portion of the equipment mak- 
ing up the TASI system. The complete 
system occupies several large racks. 


nected while they are being transmit- 
ted. When a talking person is silent 
and his channel happens to be needed, 
another coded tone burst is transmit- 
ted over a separate signaling channel 
and severs the connection. 

Switching of talkspurts from one 
channel to another is accomplished in 
a few milliseconds by a time-division 
switch. Speech is sampled for about 
two microseconds and the resulting 
pulses steered to the appropriate idle 
channel during the sampling by the 
selective operation of transistor 
“gates” in each channel. This short 
interval of sampling makes it possible 
to sample all active talkers ‘8000 
times a second and then reconstruct 
the speech from the samples before 
it is transmitted over the undersea 
cable. 

The signaling system in TASI keeps 
the receiving end informed of the 
connections that the transmitting end 
has established. Four groups of audio 
tones are employed for signaling pur- 
poses, four tones in each of three 
groups and three in the fourth group. 
Each signal comprises one and only 
one tone from each group. If more or 
less are present, an error is indicated 
and appropriate steps are taken te 
correct it, 

Connection signals which precede 
the voice signal at the beginning of 
the speaker’s talkspurt are sent over 
the same channel as the speech. Dis- 
connect and connection checking sig- 
nals are sent over a separate channel 
used only for this purpose. 

Signals for disconnect and for 
checking errors are sent over a spare 
or a 37th control channel. 

When there are more than 36 per- 
sons talking, the common control 
places the conversations in order so 
that voice signals delayed longest are 
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assigned a channel first. These “de- 
lays” are measured in thousandths of 
a second, which are too brief to be 
noticed. 

With the complicated switching and 
juggling of the words and phrases of 
up to 72 talkers, there would appear 
to be some chance of interference. 
Actually there would be, but it would 
be hardly noticeable. According to 
probability experts, more than 36 of 
the 72 callers at one end of the trans- 
atlantic cable will be talking at the 
same time only about one-half of one 
per cent of the time. This means the 
average trans-Atlantic caller will have 
to make two calls before the equip- 
ment will cut off one of his syllables. 

TASI is among the first of the new 
telephone systems to use transistors. 
About 15,000 transistors and 35,000 
semi-conductor diodes will be used. 
Each terminal, one transmitter and 
one receiver, will require about 2,500 
printed circuit boards. Each terminal 
will contain about 15 bays. 


Pre-Engineered Splice Kit for 
Plastic Covered Cable Developed 
NEW pre-engineered splice kit 


A has been developed for splicing 
plastic covered telephone cable. Kits 
are available for making two, three 
and four-way splices. Each kit con- 
tains all material required for splicing 
a particular joint with minimum 
waste, and includes a housing and 
caps made from a durable composi- 
tion of synthetic rubber and thermo- 
plastic resins. The housing material 
resists acids, alkalis, and oils and is 
not harmed by water. Moisture entry 
is prevented by tight fitting seals in 
end caps, which are easily applied. 
As shown, the necessary materials 
for each splice are contained in a car- 





Showing various kinds of G & W Pre- 
Engineered Splice Housings. (GC & W 
Specialty Co.) 





of Item 6 together 


2 NOKORODE SOLDERING FLUX 
For use with Item 1 


3 SOLID ALUMINUM WIRE 


For bonding the factory-applied aluminum shielding tape 


4 ALUMINUM STRING SOLDER 
For attaching Item 3, and for fastening its ends together 





5 ALUMINUM SOLDERING FLUX 
For use with Item 4 
4 TINNED FLEXIBLE COPPER WIRE 
For bonding the factory applied copper shielding tape 
7 POLYETHYLENE SLEEVES 
For insulating the splices in the individual conductors. 
a POLYETHYLENE SHEETING 
For use as an over-all wrapping over the completed splices. 
8 DESICCANT 
For removing moisture. 


16 NOZONE TAPE 
For sealing ttem 8 


For temporarily securing Item 8 and the factory-applied shielding tape 


"1 SATURATED FLAX TWINE 
12 PLASTIC SPLICE HOUSING 
For protecting the joint 





DESCRIPTION AND PURPOSE OF MATERIAL 





STRING SOLDER—S0% lead, 50% tin. For soldering the splices in the 
individual conductors, for attaching Item 6, and for fastening the ends 


ASSEMBLY DRAWING AND INSTALLATION 
INSTRUCTIONS 











Necessary materials for each splice are provided. 


ton. The table indicates the materials 
that are provided in the splice kit. 
The components, shown below, are 
required for the different types of 
splices. Each splice housing consists 
of a pipe, wyes as needed, neoprene 
seals, plastic washers, and end caps. 
The housings can be used in under- 


ground or aerial construction. 

These splice housings are said to 
eliminate the need for special skills 
required to make ordinary splice 
joints and to do away with the need 
for protecting the splices with paint 
and layers of the various kinds of 
tape to keep out water. 

The tight fitting end caps provide 
a positive moisture barrier by press- 
ing the moisture seals tightly against 
the cap and cable covering. 

The splice fittings can be obtained 
for any size of cable by selecting the 
proper catalog number in the infor- 
mation provided by the manufacturer 
or by the specifying of the type of 
joint, type of shielding, and number 
of cable pairs, and gauge of conduc- 
tors. In addition, the cable sizes 
should be shown on the order or else 
the name of the cable manufacturer, 


type of insulation and type of circuit 
should be stated. If the cable is to be 


armored, the type of armor should 


be specified. 


Airtronics Publishes 


New Handbook 
A NEW _ handbook 


1.021A) 
tional Corp. shows how the com- 
pany’s recently developed Artificial 


(Number 


from Airtronics Interna- 


Line provides a practical, economical 
solution to the many problems (bulk, 
length, cost, etc.) which have hither- 
to prohibited the use of existing “in 
plant” cables for telephone transmis- 
sion, plant maintenance and similar 
training programs. 


The Handbook covers: simulating a 
loaded or non-loaded cable pair of 
any length, from 600 to 39,600 feet; 
varying, via instant push buttons, 
total length, or load section lengths; 
introducing common _ irregularities 
such as bridged taps, mixed loading 
or coils omitted. 


It is available for the asking from 
Airtronics International Corp., Dept. 
TE&M, P. O. Box 8576, Fort Lauder- 
dale, Florida. 
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OUR LUCKY NUMBER TOO? 


yes... With North NX-2 crossbar 
for smaller exchanges 


But there’s no gamble involved, as you’ll discover when you olal-te1 am dal 
“Big 11” advantages of NORTH NX-2 CROSSBAR. 


1. New Modular Design—permits 
easy and inexpensive expansion 
in 30 line multiples. 


2. New Transistorized Trans-O- 
Ring Number Group*—offers the 
advantage of permanent directory 
number assignment with no re- 
striction. Single wire control af- 
fords full flexibility in relocating 
lines. Only one wire to move in 
the Trans-O-Ring number group to 
relocate any number. 


3. Frequency Per Terminal with 
Terminal Per Station. 


4. Traffic Load Distribution Flexi- 
bility—only with the crossbar 
alelaaley:1amedaele] Mer lale-lajVAecie] olsei dl ol-1¢ 
number be assigned to any con- 
nector terminal. This allows full 
flexibility in distributing traffic 
loads without changing numbers. 
5. 100% Automatic Intercept— 
for both toll and local calls. 

6. Register-Sender With Transla- 


id[o)am ©) 0) die)ar-] pence) am e-lalel-lan melas lori 
wherever alternate coding or rout- 


ing is required or desirable. 


7. 100% Line Lock-Out- standard 
on all North crossbar switch- 
boards. 


8. Consecutive Number Assign- 
ments for PBX Lines Unnecessary 
—eliminates numbered line re- 
serve problems. 


9. Automatic Reverting Call Iden- 
tification — requires no special 
code or operator intercept. Switch- 
ing equipment automatically rec- 
ognizes this call. 


10. Minimum Maintenance —vir- 


tually no moving parts to wear or 
service. Crossbar eliminates the 
heavy mechanical wear that is in- 
herent in motor-driven or step- 
ping-type switches. 

1 ame BI -S-3 0401-10 Wa ke) a Role l-NVee Vale 
Tomorrow — accommodates all 
modern equipment including toll 
ticketing and multi-frequency sig- | 
naling on toll as well as local 
iLal=ssPaw aXe (19) ¢-19)(-mn com dali) (-1e1 dde)ai le 
equipment of the future. 


Whether you’re planning expansion or cutover, North NX-2 means un- 
paralleled small office (30 to 3,000 lines) efficiency. 


For full details, write, wire or phone 


THE DYNAMIC FORCE IN THE TELEPHONE INDUSTRY 


NORTH ELECTRIC COMPANY 


Galion, Ohio 





60-T-5 





Spiraflex 
Retractile 
Cords 
ALWAYS 


SNAP 


... and that’s no joke 
where phone cord 
serviceability 

is concerned. 


Maximum stretch and positive retractability 
mean carefree installations over the years 
when you select COMCO Spirafiex Cords for 
your handsets. Quality-built inside and 
tough-jacketed with rugged P.V.C. in your 
choice of ten decorator colors or black, 

they are perfect for any type service, any 
surroundings! Available in standard or 
extra lengths (10, 15 and 25 feet). But, see 
for yourself by putting a sample cord on 
your own phone. Prompt delivery assured! 


Call COMCO for all 
your cord requirements 


Popular Spirafiex is only one of the complete 
quality cord line COMCO is ready to supply. In 
addition, there are Nylon Jacketed Switchboard 
cords in four colors and operator cords in black 
or brown, plus black or colored P.V.C. jacketed 
receiver and deskstand cords, patch cords, trans- 
mitter cords, test cords, extra length cords and 
cords for inter-communication systems .. . all 
can be yours from COMCO, 


WRITE TODAY for 
Catalogs, Samples and Prices 


Cc MERGIALY C D 
COMPANY, INC. 
ON SPRINGS, N. Y. ¢ HOward 2-2311 
D¥tributed by: LEICH SALES CORP. 
427 W. Randolph St., Chicago 6, Illinois 
AUTOMATIC ELECTRIC SALES CORP. 
Northlake, Ill. 


JUCEAEGUROROEDERO EDO OOE EN EO ote ORD 
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“BETTER ANSWERS” 


(Continued from page 32) 


always as simple as it may sound in 
the previous three paragraphs because 
some of the more obvious problems 
and some of those easiest to solve are 
not necessarily the most important 
from a dollar standpoint — or from 
a service standpoint. In fact, some of 
the elements making up today’s criti- 
cal fiscal problem of keeping outgo 
in balance with income and at the 
same time continuing to furnish an 
acceptable quality of telephone serv- 
ice, masked, as they are, by closely 
related factors, are far from obvious. 

lor example, the everlastingly-pres- 
ent human factor in all cost and 
service problems is the one tied di- 
rectly to labor, to the output of peo- 
ple, and to their efficiency. Unfor- 
tunately, this type of problem cannot 
always be solved in its entirety by 
such impersonal devices as the en- 
gineer’s slide rule or the accountant’s 
interest tables. Furthermore, as_ is 
usually discovered in the long run, it 
is not the height of wisdom to use 
the Golden Rule? only as a last re- 
sort. 

Nevertheless, in spite of good in- 
tentions, the negative economic im- 
pact and the questionable conse- 
quences of enduring a steadily in- 
creasing, if not an abnormally high, 
percentage of employe turnover can 
be underrated and even misunder- 
stood. As a result, this part of the 
over-all problem of combating hid- 
den, extra costs resulting from or- 
ganizational instability is too often 
left to shift for itself — perhaps with 
the feeble hope that it will somehow 
itself if it is ignored long 


enough. 


solve 


It should be unnecessary to add 
that seldom, if ever, does it work out 


that way. 


Getting The Job 
Done Satisfactorily 
LL OF THE foregoing discussion 
brings us to the crucial point of 
the subject: What can be done about 
this combination problem of grow- 
ing difficulty, namely, (A) how can 
correct working habits be most ef- 


fectively and expeditiously instilled 
in the new employe, and its equally 
important counterpart, (B) how can 
the working habits of the present 
employe be improved? 

This double-barreled question is 
multi-sided because the problem, like 
the answer, includes more than just 
acquiring modern job knowledge and 
skills. It includes, for example, creat- 
ing and building worker morale and 
loyalty. A conscientious investiga- 
tion of the many sides of this ever- 
present challenge will usually disclose 
more than one facet that invites seri- 
ous attention and constructive action. 
Some practical aspects of dealing with 
the over-all situation follow: 

First, oddly enough, the chief prob- 
lem for many is to find time to spend 
solving problems as they are identi- 
fied. Better scheduling of each in- 
dividual’s allotted hours will greatly 
assist in getting the most out of each 
working day.* Here the prime move 
is to firmly decide to put time in 
where it counts the most. 

Second, real problems must be 
separated out from the imaginary 
ones. An idle statement? No, not at 
all. In the words of Theodore N. 
Vail, “Real difficulties can be over- 
come; it is only the imaginary ones 
that are unconquerable.” Enough 
clearly presented facts will ordinarily 
sweep away wrong guesses and opin- 
ions, baseless rumors and conjectures, 
false suppositions, and like fancies. 

Third, to get a flying start on 
working out your answers why not 
begin by first reviewing and consid- 
ering other people’s solutions to a 
similar situation? The sources olf 
such answers are many and varied 
but certainly a popular, inexpensive 
source that is readily available to 
all is the pages of your trade publica- 





*Refer to the Gospel according to 
St. Matthew 7:12. 


3“Management of Time,” by J. T. 
McCoy. 178 pp. Published in 1959 
by Prentice-Hall, Inc., Englewood 
Cliffs, N. J. Price $3.50. 
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tions like this issue ot Telephone En- 
gineer & Management.* 

Fourth, if your company has two 
or more employes, do not try to solve 
all the problems yourself. Give the 
others a fair chance to solve their 
share of the company’s problems. 
Proper assignment of duties and re- 
sponsibilities will encourage and 
build valuable teamwork. To expedite 
doing this on a business-like basis, 
make sure that all employes have 
access to copies of the leading tele- 
phone trade publications. 

Fifth, one of the interesting results 
of using your copy of Telephone En- 
gineer & Management in the fashion 
recommended in previous paragraphs 
numbered Third and Fourth above, 
arises from the fact that ideas are a 
logical outgrowth of information. 
That is, sound imagination and work- 
able ideas are extensions of your 
fundamental knowledge as a _ base. 
Studying telephone literature furn- 
ishes the basic information. The re- 
sulting ideas can be of such caliber 
that people will pay respectful atten- 
tion to you when you make comments 
and suggestions. This reaction is a 
good morale booster as well as one 
of the very best problem-solving 
techniques. 

Sixth, in all fairness it is admitted 
that every problem facing the tele- 
phone industry is not covered in any 
one issue of a single publication. Per- 
haps the very article that you need 
appeared int a past issue of the maga- 
zine. In that case, checking the mag- 
azine’s index will quickly furnish the 
location of the answer. 

Seventh, in case the subject is so 
new that it has not been explained 
in current or recent past issues of 
trade journals, all is not necessarily 
lost. This means that the subject is 
probably a good candidate for mag- 
azine treatment in the near future. 
This is a golden opportunity for you 
to submit your problem to the editor 
of this magazine. If the subject is of 
a nature that is representative of a 
typical, industry-wide situation, it 


*“How to Profit From Studying 
Your Industry’s Publications,” by T. 
DeWitt Talmage, Telephone Engineer 


& Management, June 15, 1959. Vol. 
63, No. 12. Pp. 38, 79-82 and 84, 








COMMUNICATIONS 
WITH 


DRY AIR 


my if 
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The illustration shows a PUREGAS Model No. 5000 installed at 
the City Hall, Columbus, Ohio. L to R: Mr. James Menear, Fire 
and Police line foreman; Mr. James Harkins, Fire and Police com- 
munications chief; Capt. Lester Whitman, Columbus Fire Dept. 


PUREGAS cable pressurization 
proves an added safety measure in 
the communications systems of 
many municipal emergency serv- 
ices for their Fire and Police 
departments. Protecting the tele- 
phone cables from moisture with PUREGAS 
equipment increases daily efficiency of all com- 
munication systems and greatly reduces the 
chance of line failure due to storms, lightning or 
floods, while keeping maintenance expenditures 
at a minimum. The PUREGAS system of dry air 
pressurization can be initiated with a small 
budget and will be self liquidating with savings 
brought about by reduced operating costs. 


The PUREGAS line includes Models No. 750, 
No. 1500 and No. 5000. Ask for specific informa- 
tion to meet your requirements and Bulletin 110 
on Pressurization. 


MODERN CITIES PROTECT 
FIRE & POLICE DEPT. 


PUREGAS 









PUREGAS EQUIPMENT CORP. 


S578 OAK STREET © COPIAGWE. CF. !., N.- ¥.- 
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How to expand 
high - caliber 
manpower abroad 


Experts give you an inside 
view of management 
around the world today 


Here is a broad investigation into the managerial 
resources of eleven nations in various stages of indus- 
trialization. Management in each country is examined 
as a resource, as a system of authority, and as a class. 
Special attention is given to the steps that must be 
taken to bring about more high-level managerial man- 
power, This fact-filled book underscores a probiem of 
prime interest to the whole management field. 


MANAGEMENT 
IN THE 
INDUSTRIAL WORLD 


An International Analysis 
By Frederick Harbison 
and Charles A. Meyers 
with special chapters by 6 experts 
413 pages, 6 x 9, $7.00 


Now you can see and understand the 
inner workings of management in eleven 
key foreign countries. here is interna- 
tional management healthy? Where is it 
sick? What steps can be taken to improve 
it — for our own good as well as that of 
other nations? Answers to questions such as 
these may have important effects on your 
own planning — and you get them in this 
challenging book. 

In its frank, authoritative pages you will 
learn how such factors as family connec- 
tions, education, unions, and government 
help to shape the role of the manager in 
Great Britain, France, the Soviet Union, 
Israel, Japan and six other countries. 

You get a revealing picture of upper- 
management’s relation with middle-man- 
agement and with labor .. the social and 
political influence of managers... avenues 
of access into the managerial ranks . 
management’s “gate-keepers” .. . 
much more. 

This book fully exposes the managerial 
weaknesses and strengths of the countries 
on which it reports. Most important, it de- 
scribes the practical measures by which 
industrializing nations can and must de- 
vem greater management-power. 

Citing the need for a professional class 
of managers in any industrializing country 
this book identifies three different kinds of 
“managerial elites” and analyzes their 
strengths and weaknesses. How the devel- 
opment of such an “elite” is regarded in 
the Soviet Union — the second largest in- 
dustrial power in the world — is dis- 
cussed. 

In addition to covering eleven countries, 
there is also a chapter on management in 
the United States, showing the economically 
dynamic outlook of American managers; 
and a section on the management of foreign 
firms in underdeveloped nations. 


ORDER YOUR COPY 
TODAY FROM 


SS LS SS CS NS LS ND ND NS CD LD NS 
Educational Division, 
Telephone Engineer Publishing Corp., 

N. Sheridan Rd., 


772 A 
Chicago 26, III. 
Please send me Manacement In The Industrial 


and 
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nate My check for $7.00 is attached. | 
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may be scheduled for future prepara- 
tion and publication. 

Eighth, in the meantime, while the 
subject of your problem is getting 
formal and professional attention as 
described in the previous paragraph. 
and if your need is pressing, this 
magazine’s readers’ service depart- 
ment educational department, editor- 
ial department, and the advertising 
department are at your disposal and 
will give you, upon request, interim 
advice. Thus, any reasonable tele- 
phone problem, past, present, future. 
or emergency, can be handled in one 
way or another by your trade pub- 
lications so long as the problem is 
broad enough to be of general con- 
cern to our industry. 

Ninth, another valuable source of 
information that is sometimes over- 
looked in the rush of events is the 
counsel that can be furnished by the 
various telephone equipment manu- 
facturers’ and suppliers’ field repre- 
sentatives. While these men can be 
depended upon to have a portion, if 
not all, of the answers available on 
short notice, there may be some prob- 
lems that will require time for them 
to make other contacts and investiga- 
tions. These dedicated individuals 
can usually be depended upon to 
dredge up the answers or at least 
give clues as to where the informa- 
tion may be obtained in the least 
amount of time. Also, Bell System 
connecting company agents can often 
be helpful in this fashion. Many tele- 
phone men today can attribute much 
of their success to the liberal use of 
these two excellent sources of co- 
operation and assistance. 


Tenth, one of the current telephone 
operating company problems is that 
some employes are concerned over 
the fact that they do not have a 
feeling of competency or mastery of 
their jobs’ technical phases, because, 
for example, of the superseding of old 
equipment and methods with new 
equipment and methods. This situa- 
tion was mentioned previously in this 
article with specific reference to 
chaiiges in types of ceutral office 
switching systems. Cooperation be- 
tween operating telephone companies 
and dial telephone switching system 
manufacturers has established an ef- 








fective solution to this problem which 
is working out very well. Interested 
companies may obtain the details of 
such a typical employe training plan 
by contacting the writer. 

Eleventh, it must be acknowl- 
edged and remembered, however, 
that in themselves, skill, talent, and 
knowledge on a job are not enough. 
The worker’s attitude towards the 
company, his co-workers, and his job 
must be acceptable. Jn other words, 
every employe needs a “practical 
philosophy of work” to permit him 
to understand and adapt himself to 
existing working conditions. If you, 
or co-workers of your acquaintance, 
have problems of this type which are 
preventing your work from prosper- 
ing, it is earnestly recommended that 
you secure a copy of a very down-to- 
earth and helpful book written by 
Eugene Carr, entitled “How to Make 
the Most of Your Job,” which is pub- 
lished by Coward McCann, Inc., New 
York, N. Y. This 128-page, pocket- 
sized, 10-chapter book will signifi- 
cantly assist in understanding and 
appreciating the principles of work 
that will enable most jobholders to 
achieve greater success and happi- 
ness in their work — and even in 
their daily lives. 

Twelfth, a survey indicates that 
one of the conditions which makes a 
worker feel happy on the job is for 
him to believe that every effort is 
being made by his employer to take 
the anxiety out of his working con- 
ditions and to make his job and his 
working relationships as pleasant as 
possible. The company, as an employ- 
er, should not be expected to provide 
this situation entirely singlehanded- 
ly without some cooperation from the 
employe hiinself. This is one of the 
important reasons why workers who 
may be concerned about this set of 
conditions will benefit by having the 
information described in the para- 
graph 11 made available to them. 
This can be especially true in the 

case oj the new employe who is mak- 
ing the important transition from 
school to earning a living. 

In closing, it is interesting to ob- 
serve that making available communi- 
cation publications to each individual 
employe is being done by companies 







PLAN NOW FOR ECONOMICAL EXPANSIONS WITH COPPERPLY®... 


Write for Bulletin 203 
that lists full size data, 
specifications and 
application photographs. 


COPPERPLY 


When you use National-Standard copperpty wire 
(copper-coated steel wire) for conductors, you are prepar- 
ing with safety for your five-year plan because additional 
carrier systems can be added at any future time without 
additional wire or construction. 


COPPERPLY’s exclusive electroplating process produces 
uniform coatings of copper in a variety of mil thick- 
nesses, means that you get just the amount of copper 
coating you need ... you don’t pay for excess copper. 
And you get improved performance, too, because 
COPPERPLY's precise concentricity —uniform through the 
entire length—gives you better balanced circuits and long- 
er wire life. National-Standard Company, Niles, Mich. 


7] COPPERPLY 


NaTIOonAL-STANDARD 
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DIVISIONS: NATIONAL-STANDARD, Niles, Mich.; tire wire, stainless, music spring and plated wires ¢ WORCESTER WIRE WORKS 
Worcester, Mass.; high and low carbon specialty wires « WAGNER LITHO MACHINERY, Secaucus, N. J.; metal decorating 
equipment « ATHENIA STEEL, Clifton, N. J.; flat, high-carbon spring steels « REYNOLDS WIRE, Dixon, I1l.; industrial 
wire cloth « CROSS PERFORATED METALS, Carbondale, Pa.; decorative, commercial, and industrial perforated metals. 












der diff .s 

GENERAL MACHINE PRODUCTS COMPANY, INC. nace aie nin. < aga eP 
Old Lincoln Highway at Pa. Turnpike, Trevose, Pa. employe by sharing the cost of indus- 

try magazine subscriptions. Often- 

times this subscription is entered on 

the day that the new employe comes 

AERIAL TENTS 

CABLE BENDERS 


to work. Other companies wait until 
the first annual anniversary date of 
C-R POWER REEL CABLE BLOCKS 
CABLE LASHERS 


the worker’s employment and enter 
his subscription to Telephone En- 
gineer and Management at that time 
to celebrate the completion of the 
first year’s work with them. 

COAXIAL CABLE TOOLS 

LASHING WIRE 

CLAMPS AND GRIPS 

PORTABLE & POWER 

REELS 




















In either case, this concrete evi- 
dence of a company’s interest in its 
new employe cannot help but have a 
beneficial effect on his morale be- 
cause it gives him a feeling of “be- 
longing” and it assists in demonstrat- 
ing that the company recognizes that 
he has integrity and worth, even 
though, as a new worker, he may 
not have as much authority as others. 














SLACK PULLER 
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B, C, D, E, & G Identical reasoning will apply and 
CABLE FEEDER CABLE LASHERS justify doing the same thing for all 
employes. 








Special Purpose Tools To Specifications — Catalog on Request 












Over 600 various items of Line Construction Tools, Maintenance Summary 


& Pressure-Testing Equipment in stock for immediate shipment ODAY’S conditions demand the 
utmost teamwork from employes. 


Therefore, progressive telephone 
managements require that their em- 
ployes, in addition to being skilled 
in their specialties, work together in 


Wi A K E yo U R harmony, free from stress and serious 
OWN Cc HOIC Ee! frictions, each pursuing his own in- 


dividual tasks in a workmanlike way, 
| ‘ 
There are complete lines of Carpenter but always actively sia cit that he is 
Emergency Lights for all basic needs .. . participating in a joint endeavor, 
the widest choice of powerful, dependable, banded together with a cooperative 
durable lights available. aye ae 
spirit, and a sense of association for 


WARNING LIGHTS: Vehicle and stationary 
types . . . colored, flashing, oscillating, a mutual purpose. A thorough ap- 
































revolving! preciation of each one of these re- eq 
 HANDLIGHTS: Powerful ‘“Portalites” with a : : ' 

the famous extra-wide coverage! Recharge- quisite considerations is necessary fu 

able or dry battery types. ( anpuubt] y= before a telephone worker can truly la 
VEHICLE LIGHTS: Searchlights, floods, col- b lified to b we oh 
ored signal and warning lights for all service e qualified to be called “partner” by 

and emergency vehicles. ; his co-workers. ‘ 

PANIC LIGHTS: Watchmaster “Automatalites” Your Guide a nee =~ “—_ mé 

automatically guard against light failures. Sey time Studied regularly, communication an 

Bios cig epson, oct MMMM WT iortuce coe hey’ jou veoch the Jap 

; = various goals discussed in this article rol 

in good time and at an economical tio 

MFG. COMPANY cost. More than this, it is not fair to hoc 

617 Bradley Street, Somerville 45, Mass. Telephone MOnument 6-4300 expect. — T. DeWitt Talmage. low 









TE&M authors your problems 
of department policy or pro- 
cedure on which you’d like to 
have an opinion. 
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NEW PRODUCTS’ SHOWCASE 
SS Ss eae 


Revolving Aerial Ladder 


SERIES HLE Revolving Aerial 
Ladder, has been added to the line 
of aerial equipment manufactured by 
the McCabe-Powers Body Company. 

Elevation of the Series HLE is ac- 
tuated by a hydraulic cylinder which 
is powered by an electric motor-driven 
pump. The motor, operated by the 
truck battery, is designed to work 
with 6- or 12-volt chassis electric sys- 
tem and use of the motor has no ap- 
preciable effect on life of the battery. 

Hydraulic elevation of the ladder 
by means of an electric motor elim- 
inates cost and installation of a power 
take-off normally required when hy- 


draulic power is utilized on ladder 
equipment. Control switch can be 
furnished to permit operation of the 
ladder from the working platform. 
Extension of the upper ladder is 
manually controlled by a handwheel 
and twin roller chain assembly. The 
upper ladder rides on rubber-covered 
rollers and is locked in desired posi- 
tion of extension by aluminum-bronze 
hooks which engage rungs on the 


lower ladder.Check NP 361. 


Pulsing Equipment 
TRANSISTORIZED multifre- 

quency pulsing equipment has been 

developed by General Telephone Lab- 


oratories, to provide a rapid means of 
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BY DICK REYNOLDS 


key pulsing, via tone signals, from 
one telephone exchange to another 
over toll and long distance trunks. 
The new equipment’s use is normal- 
ly confined to traffic terminating at 
common-control type exchanges. It is 


particularly advantageous when used 
in conjunction with direct distance 
dialing facilities as the equipment is 
capable of handling DDD extra-long 
exchange numbers with speed and 
accuracy. 

The pulsing equipment is made up 
of four units: 

Multifrequency 
Supply Unit contains two units, in 
duplicate, which are used to insure 


Pulsing Current 


continuous operation in case of failure 
of one unit. Normally one unit sup- 
plies the odd circuits and the other 
the even circuits. 

Alarm and Test Circuit houses 
meter-relays which continually test for 
tone failure. The unit features alarm 
lamps, test jacks, and an alarm buz- 
zer with an alarm cutoff. 

Tone Transfer Circuit responds to 
the alarm unit to transfer the entire 
load of traffic to one current supply 
unit. 

Resistance Distribution Circuit is a 
terminal strip built similarly to a 
standard telephone terminal block, 
including resistors. It is designed to 


prevent over-loading of an oscillator 
unit when pulses are sent to a defec- 


tive line. Check NP 362. 


Hydraulic Derrick 
RECTANGULAR side legs and an 


extra-long middle leg hydraulic cylin- 
der are two of the features of the new 
Series 3750 Hydraulic Derrick manu- 
factured by Holan Corporation. 

The new rectangular side legs, fab- 
ricated from high tensile steel, are 
stronger than the tubular side legs 
used on the Series 3700, an earlier 
Holan model. 

A longer middle leg hydraulic 
cylinder allows the derrick head to 


come closer to the ground for forcing 
the digger deeper into the soil. The 
integral middle leg with live boom 
action provides power for butt-pull- 
ing, body loading transformers, cable 
reels or other equipment weighing as 
much as 5,000 pounds, and forcing 
diggers into hard-frozen, rocky soil. 


Check NP 363. 


Signaling Decoder 


MOTOROLA has introduced a 
transistorized selective signaling de- 
coder for use with its mobile two-way 
radios, including the recently devel- 


oped transistorized MOTRAC radio. 
The “Quik Call” selective calling 
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With Leich’s 40A 12-trunk keyset turret, 
the operator extends incoming city trunk 


calls by — 

A. Operating trunk key toward lighted 
lamp. 

B. Depressing 2 keyset buttons in se- 
quence. 


C. Restoring of trunk key to normal. 












E EICH SALES CORPORATION 


IC: 


12-trunk turret furnished with Leich’s 40A 


CIFIC COAST: 11401 W. PICO.BLVD., LOS ANGELES 64, CAL. 
sTEMMOUTH WEST: 1227 SLOCUM STREET, DALLAS 7, TEXAS 


anufacturers of telephones, switchboards and related apparatus since 1907 


Modern business needs speed in telephone service. That’s why 
LEICH designed compact, modern keyset attendant’s turrets 
that do a lightning-fast job of extending calls. The operator 

can extend incoming calls by simply depressing two or three 
keyset buttons in sequence. She can do a lot of other work while 


she does a better job of handling the telephone traffic. 


Inside, outgoing, consultation calls and even city trunk transfers 
are made without help from the turret attendant. Inside parties 
simply dial the number. Standard Leich dial telephones 


without special buttons or equipment are used. 


Leich’s keyset turret almost sells itself when you show it to 


subscribers. Why not order an attendant’s turret today 


to use as a demonstration model. 





28-trunk turret provided with Leich 100T 


PABX (40 lines) and 88A PABX (88 lines). PABX (100 lines per bay, expandable). 





* 427 WEST RANDOLPH STREET + CHICAGO 6, ILLINOIS 
EAST: 3651 CONNECTICUT AVENUE, YOUNGSTOWN, OHIO 
SOUTHEAST: 5126 SOUTH LOIS ST., TAMPA 11, FLORIDA 














system enables a radio dispatcher to 
alert and talk to individual mobile 
units in his network without bother- 
ing other vehicle operators. When 
transmitting to a single mobile unit, 
the dispatcher presses a button on his 
control console to activate and trans- 
mit a pre-set series of tone signals. 
These signals are received by all mo- 
bile units and fed to decoders. The 
decoder in the desired mobile acti- 
vates its receiver's audio circuitry 
upon receipt of the tone code. All 
others remain inactive. 

If operator is working away from 
his vehicle, the decoder can be con- 
nected to the truck horn or a light to 
signal the driver that he is wanted on 
the radio. Check NP 364. 


Frequency Checks 
LAMPKIN Laboratories, Inc. has 


announced a system for measuring 
the frequencies of mobile-radio trans- 
mitters, to the F.C.C. split-channel 
tolerance of 0.0005% (above 50 
MC). The new system is called the 
PPM Package; it consists of the 
Lampkin micrometer frequency meter 
and a modified Measurements Corp- 











oration Model 111 crystal calibrator. 
When used in conjunction with a 
WWYV receiver, transmitter-frequency 
checks can be made to an accuracy of 
better than one (1) part per million 
(0.0001%). 

Operation consists simply of set- 
ting the PPM Meter to zero on WWV, 
adding an easily-computed frequency 
from the micrometer frequency met- 
er, then reading transmitter-frequency 
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deviation directly in parts per mil- 


lion from the dial. Check NP 365. 


4-Light Unit 


ANNOUNCED recently is_ the 
availability of the S.E. 20B3 4 lens 
Indicator Light for use at subscriber 
stations and in central offices as a 
visual signal. 

The S.E. 20B3 consists of two 
pieces; the four lens plastic housing 
including white, green, red and am- 





S.E. 20B3 Indicator light. 


ber glass lamp caps, and a plastic 
base with 4 lamp jacks which take 
any standard switchboard lamp in 6, 
12, 24 or 48 volts. 

Of black plastic, the lens serves as 
a visual signal where four signals in 
one compact unit are required. Check 
NP 3066. 


Frequency Standard 

A PRECISION frequency standard, 
providing a stability of 5/10° parts 
per week and 3/10* over short inter- 
vals, is now available from Hewlett- 


Packard Company. 
Signals available include six sinu- 





soidal frequencies (10 cps, 100 cps, 1 
KC, 10 KC, 100 KC and 1 MC) and 
four pulse signals (10 cps, 100 cps, 1 
KC and 10 KC). These may be dis- 


tributed for use at different stations 





on a production line or in the labora- 
tory. 

The frequency standard includes a 
timing comb for calibrating, and for 
measurement of sweeps and time in- 
tervals. It also has a built-in oscillo- 
scope for Lissajous comparisons. 
Rated load of the instrument is 50 
ohms at 1 MC and 100 KC, and 5,000 
ohms at the lower frequencies. Check 
NP 367. 


Pulse Transmitter 


A 1 KILOWATT VHF pulse trans- 
mitter which operates ever a fre- 
quency range of 152 mc to 174 mc 
has been developed by Sierra Elec- 
tronics Corporation. 

The transmitter, Model 200A, de- 
livers a peak pulse power of 1000 


watts at a maximum duty cycle of 
50% into a nominal load impedance 


/ 



























of 50 ohms. The unit’s input modu- 
lation requirement is 1 to 4 volts 
peak into a 100 ohm termination. RF 
output pulses are constant throughout 
the range of input pulse voltage, and 
the overall RF bandwidth is approxi- 
mately 1.0 mc measured at the 6 db 
points. 

The transmitter’s RF output signal 
between modulation pulses is 60 db 
or more below the 1 kilowatt output 
signal. The unit operates from a 208 
volt, 60 cycle three phase, 4 wire 
input. 

Model 200A includes a_prim- 
ary/standby configuration with pro- 
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visions for automatic switchover be- 
tween the primary and standby units. 
The entire 
inches high-and is mounted on a 
roller truck for easy portability. 


Check NP 368. 


transmitter stands 73 


Telephone Outlet Equipment 


A NEW series of equipment for 
flush telephone outlets has been an- 
nounced by Suttle Equipment Corpo- 
ration. 

Consisting of the flat S.E. 43A 
bracket designed to fit standard rec- 
tangular face plates (S. E. 19B) and 
the new oval S. E. 493A 4-hole jack, 
the equipment is designed to be 
mounted in wall mouldings without 
conduit box use. 

The ends of the S. E. 43A bracket 
are heavily scored so that they can 
be broken off to fit any telephone 
wall plate, although if used with the 
S. E. 19B plate this is not necessary. 





From left to right: S.E. 43A Bracket, 
S.E. 493A Jack, and S.E. 19B Plate. 





Showing Unit Assembled. 


All screws required are included with 
each unit, packaged for easily identi- 
fiable shelf storage in a printed en- 
velope. 

S. E. 493A jackets, which are used 
with the S. E. 283B 4-prong plug (on 
the instrument cord), and the S. E. 
19B plates are available in brown, 
ivory and the new blue-beige color. 


Check NP 369. 


| MC Frequency Counter 


A NEW electronic counter with a 
wide variety of laboratory and in- 
dustrial uses is now available from 
Hewlett-Packard Company. 
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The counter, Model 521G, auio- 
matically measures frequency and 
random events per unit of time or 
with the manual gate feature totalizes 
With transducers, 
it also provides convenient measure- 


electrical events. 





ments of such mechanical quantities 
as speed, rpm, rps, weight, pressure, 
temperature and acceleration. 

Frequency range of the instrument 
is 1 cps to 1.2 MC. It has an ac- 
curacy of +1 count + the accuracy 
of power line frequency — usually 
+0.1%. (+0.01% with optional crys- 
tal time base installed. NP 370. 


New In-Line Valve 

A NEW 1/2” In-Line Valve has 
been developed by George W. Dahl 
Co., Inc. It has a flow coefficient 





of 7.5. The valve is rated for 300 

PSI maximum pressure at 180°F. 
The In-Line Valve is 2-3/4” in 

diameter and 3-1/2” in length in- 


cluding hexagonal, screwed connec- 
tions. The valve is ported on both 
sides of the operating piston and can 
be assembled for spring-to-open or 
spring-to-close operation. Springs of 
different rates are available to suit 
the operating conditions. The valve 
can be operated without the spring as 
a double acting piston for hydraulic 
actuation by any of the well-known 
displacement methods. Check NP 371. 


Portable DC_Power Supply 


A NEW portable de power supply 
instrument developed in the research 
division of Acme Electric Corp. plugs 
into any convenient 60 cycle, 95/130 
volt circuit. The filtered direct cur- 
rent output has a range from 0/45 
volts, and a capacity of 0/2.5 am- 
peres. The unit is continuously ad- 





justable and stabilized +1% at any 
output setting regardless of any alter- 
nating current fluctuation. 

This portable de power supply 
eliminates the batteries, 
which frequently function eradically 


need for 


when used in dc testing circuits. Unit 
is also available in a standard rack 


model for permanent inclusion in lab 
test rack installations. Check NP 372. 


Strip-Chart Recorder 
A STRIP-CHART recorder which 


provides instant selection, through 
transistor switching, of six chart 
speeds is now available from F. L. 
Moseley Company. 

The new Autograf recorder, Model 
80A, has a full scale sensitivity of 
0.05% and a resolution and accuracy 
of 0.2%. Its six chart speeds (2, 4, 
6, 8, 15 and 60 in/min) are selected 
instantly by front panel push buttons. 

Model 80A’s input range of 5 mv 
to 100 v is covered in 10 steps, or by 
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vernier for completely continuous 
span voltage control. Input resistance 


is 200,000 ohms/v through 10 v, and 


2 megohms on higher ranges. The 
instrument has a full range zero set 
and provides pen speeds to 0.25 sec. 
full scale. It employs standard 120’ 
chart rolls. Check NP 373. 


Neon Flasher 

SUTTLE Equipment Corporation 
has announced availability of the SE- 
21B3 Neon Flasher Visual Signal 


which operates on incoming ringing 


Se 


voltage without requiring relays for 





operation. 

The flasher incorporates a_ tall 
clear lens, ridged vertically for light 
transmission, with 180° visibility on 
all sides. The neon lamp included pro- 
vides an alternately flashing amber 
glow which is recognizable by users 
to denote an incoming telephone call. 


Check NP 374. 


780 Truckster 

PRODUCED by Cushman Motors 
the 780 Truckster is powered by a 
Cushman Husky 7.95 HP, 4-cycle 
engine and is capable of carrying an 
800 pound payload. The drive train 
consists of an automotive style trans- 
mission, clutch and differential. 

A number of improvements have 
been made in the 780 Truckster for 
1960 including a heavier formed 
channel, automotive style chassis; a 
bigger pick-up box with greater 
cubage capacity; a wide front shield 
for driver protection; top-hinged 
clutch and brake pedals; and a rub- 
ber engine mounting. An optional 
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fiber glass and steel cab has been 
improved with a full-vision, wrap- 
around windshield. 

The 780 Truckster is offered in two 
basic models, as a bare chassis or 
equipped with a pick-up box — with 
either a manual (kick) starter or 
electric starter. A wide range of body 








CAB 


accessories to fit the job is available, 
including a fiber glass cover for the 
pick-up box; a personnel carrier seat; 
a flat bed with stake racks; a dump 
box; refrigerated box; and a “patrol- 
ster” box for police use. NP 375. 


Force Control Switch 

W. C. DILLON & Company, Inc. 
has announced an addition to its 
Force Control Switch line. The new 
unit incorporates attachment eye and 
yoke integrally machined as part of 
the deflection beam. 

In operation, the “U” shaped beam 
moves outwardly. Switches contained 
in the housing at center are actuated 
at various pre-set load points by 
means of recessed adjustment screws 
located in the lower half of the beam. 
Micro-switches are completely en- 
closed in a dust and moisture-proof 
case fitted with an aircraft type elec- 


tric coupling. 


NEW PRODUCTS DEPARTMENT 











Tensile model Dillon Force Con- 
trol Switches include an aircraft alloy 















Soren OS 4 


steel safety bolt across the end of the 
deflection beam and have a 4-1 safety 
factor. They are adaptable to num- 
erous applications such as overload 
prevention on hoists or cranes, re- 
mote indications, operation of warn- 
ing signals, and provide accurate, low 
cost automation of any applications 
involving force or weight. NP 370. 





Hydraulic Cutter | 
H. K. PORTER, Inc., has devel- 


oped a cutter for use by public utili- 
ties, electrical contractors, salvage 
Experts, and construction companies. 





Hydraulically operated, these cutters 
cut through stranded cable in seconds 
and leave each individual strand 
rounded and unfrayed. 

Available in two sizes, Model HCS.- 
200 for cutting 2” copper and alum- 
inum cable, and Model HCS-300 for 
cutting 3” cable. Check NP 377. 


Telephone Engineer Publishing Corporation 


7720 North Sheridan Road, 
Chicago 26, Illinois 
Attn: Dick Reynolds 


Please send me additional information concerning the following New Products. 


NP 367...... NP 368...... NP 369...... 
NP 373...... NP 374...... NP 375...... 
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USITA Personnel Committee Announces 
Plans For 1960 Development Program 


hier IS the time of year when 

telephone company managements 
will do well to seriously consider ar- 
ranging for one or more of their key 
employes to submit applications for 
enrollment at the Management De- 
velopment Program sponsored an- 
nually by the United States Independ- 
ent Telephone Association. 

This Program is conducted at the 
University of Kansas, Lawrence, 
Kans. The 1960 Program is scheduled 
for the four-week period July 10 to 
August 5. Enrollments are limited to 
a total of 48, and the 1960 enroll- 
ment closing date is March 1. 

Brochures describing the 1960 
Program were placed in the mails 
during December, 1959. Those inter- 
ested who have not received a copy, 
complete with application forms, will, 
for a limited time, be able to obtain 
copies either through the offices of 
state telephone associations, or by 
writing directly to Dr. James R. Sur- 
face, Director, USITA Management 
Development Program, c/o Univer- 
sity of Kansas, School of Business, 
Lawrence, Kans. 

Alert Independent telephone com- 
pany managements are recognizing 
(1) the value of participation in this 
important Program; (2) that while 
it is difficult to be away or to have a 
key employe away for a full four- 
week training period, most progress 
is the result of doing the difficult; 
and (3) that a vital part of the work 
which management has the obligation 
for doing today involves preparation 
for the work and developments to be 
confronted tomorrow. 

The USITA Management Develop- 
ment Program is the result of several 
years of study and development work 
by USITA’s Personnel Committee 
and by the University of Kansas 
School of Business. During this study 
and development period, members of 
USITA’s Personnel Committee visited 
many universities throughout the 
country and were aided materially by 
counseling with many of our coun- 
try’s best experts in the field of man- 
agement development work. 
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The Program is designed for exe- 
cutives who currently have important 
administrative responsibilities. Areas 
of development are grouped under 
three general headings — “The Func- 
tions of Administration,” “The 
American Business Climate,” and 
“Rate Regulation.” “The Functions 
of Administration” portion is, in 
turn, subdivided to include — “Con- 
trol and Financial Administration ;” 
“Human Relations in  Business;” 
“Merchandising; and “Administra- 
tive Policy and Planning.” The case 
method of instruction is used through- 
out much of the Program. 

Important improvements _ being 
made in the 1960 Program reflect 
the benefit of more successful meth- 
ods used in previous years and other 
improvements suggested by faculty 
and participants in previous years’ 
Programs. The Program reflects the 
experience gained from a variety of 
successful types of executive develop- 
ment conducted in the 
United States and in other countries. 
A mock rate case in which every par- 
ticipant takes an important part has 


programs 


proved a very popular feature and it 
will be expanded as a part of the 
1960 Program. 

Faculty for the Program is com- 
prised of experts from the faculties of 
Harvard University, University of 
Virginia and the University of 
Kansas. Dr. James R. Surface, form- 
erly of the Harvard Business School 
faculty, now Dean of Kansas Univer- 
sity School of Business, is director of 
the Program. He has had extensive 
experience in management develop- 
ment work for telephone companies 
and others, throughout the United 
States and in Canada. 

Here are a few excerpts selected 
by representatives of USITA’s Per- 
sonnel Committee 
naires completed by participants in 
the 1958 and 1959 Programs: — 

“. . - excellent. The fact that stud- 
ents were all from the telephone in- 
dustry permits closer scrutiny of 
these studies in a way that was easily 
understood by all students.” 


from question- 


“I recommend that this course be 
a must for telephone executives.” 

“. . . general living conditions and 
treatment at the University of Kansas 
were the finest. The faculty members, 
the class, and all others whom I con- 
tacted were most friendly and help- 
ful.” 

“Good instructors who were will- 
ing to give assistance and did after 
classes. | learned more than I realized 
at first and more improvements will 
be showing in the future.” 

“The over-all Program was excel- 
lent and curriculum and instruction 
far beyond my expectations.” 

“The USITA Committee responsi- 
ble for this Program is to be highly 
congratulated. I was most fortunate 
in being afforded this opportunity to 
improve my ability in the field of 
management.” 

“I highly recommend the Program. 
The benefits | received are continu- 
ing to grow.” 

“The over-all Program 
tremely worthwhile and | was more 
than fortunate in being selected to 


was e€X- 


participate.” 


Utility Reimbursement Law 


Upheld By Texas Tribunal 
AN OPINION handed down by 


the Texas Supreme Court has upheld 
the validity of a state law providing 
for state reimbursement of munici- 
palities and public utility firms for 
the cost of moving utility facilities 
when necessitated by interstate high- 
way construction. 

State Highway Engineer D. C. 
Greer estimated that the decision, if 
upheld on rehearing, would relieve 
municipal and privately-owned util- 
ities in Texas of some $28 million in 
relocation costs. Since the high court 
unanimously the reim- 
bursement law, little prospect was 
seen that the would be 
changed. 

The opinion was given in two test 
cases which had been combined. They 
involved the cities of Dallas and 
Austin; Southwestern Bell Telephone 
Co., Dallas Power and Light Co., 
Lone Star Gas Co., and Southern 
Union Gas Co. 

State Highway Department 
torneys had protested that the reim- 


supported 


ruling 


at- 
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FOR COMPLETE DETAILS—-NO OBLIGATION 


CALL COLLECT 
ROCK ISLAND 
8-9527 


or mail coupon 
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1 STAMPINGS, INC., Dept. R 
s Rock Island, Illinois 

‘ Please send details on 

: POW-R-SPADE 
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Wire for all type spinners 
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STAINLESS STEEL 
ALUMINUM 
COPPERWELD 
COPPER 


PORTABLE 
TRENCHER 








Low cost — light weight — portable. 


Stampings has over five year’s ex- 
perience in building trouble-free, 
productive trenchers. 


e More in use than any other in its 


class. 
Shipment made 1 day after order. 


Completely assembled, ready to 


work. 


Pow-R-Spade digs straight, curves, 
angles without preliminary set-up. 


Pow-R-Spade Guarantees Product and Performance! 


Low cost per foot — more profit 
per job. 


Minimum of working parts — hard- 
ly any maintenance required. 


Cuts neat trenches — easy back-fill. 


Digs trenches 3” wide to 24” deep 
or 4” wide to 18” deep. 


Dealer in principal cities. 


POW-R-SPADE IS MADE BY STAMPINGS, INC. 


LASHING 
WIRE 


WE PRODUCE 


The finest lashing wire possible 
because we believe . . . that lash- 
ing wire is one of the important 
parts of the cable plant, its duty 
being to hold the cable to the 
messenger for the life of the plant. 


WE COIL 


The best coil possible because we 
know ... that tangled or out of 
shape coils can cause spinning 
trouble, waste and delay. 


Write for Complete Information 









» 


Topeka Kansas 
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bursements authorized by the 1957 
state legislature violated the Texas 
constitution, which prohibits paying 
public funds to private firms and gen- 
erally restricts spending of highway- 
user tax receipts to road “construc- 
tion.” 

The high court, however, found 
that the legislature acted within its 
discretion in providing for the state 
payments. 

Written by Justice Ruel C. Walker, 
the opinion noted that courts in other 
states have divided on the validity of 
similar laws. It said such laws have 
been upheld in Minnesota, New York, 
Pennsylvania, New Hampshire and 
Maine, while they have been struck 
down by the courts of Tennessee and 
New Mexico. 

The Texas court said the legisla- 
ture had relieved the city-owned and 
private utilities “of a financial bur- 
den which they could be required to 
bear” but that it was not an uncon- 
stitutional donation. 

“This question has not arisen fre- 
quently,” Walker added, “because it 
is rather unusual for a legislative 
body to ameliorate an exercise of 
police power.” 

In upholding lower Texas courts, 
the opinion said that unless the state 
pays for relocating the utilities on 
highways, in most cases “the burden 
would ultimately fall upon local tax- 
payers and ratepayers, who must also 
provide part of the taxes used for 
highway construction. These individ- 
uals, who receive special benefit from 
the highways, would thus be required 
to contribute twice to the over-all cost 
of the undertaking.” 


Telephone Rate Decrease 
Accepted In New Mexico 

NEW MEXICO’S State Corpora- 
tion Commission has accepted an 
offer by Mountain States Telephone 
& Telegraph Co. to reduce charges by 
$302,200 a year in New Mexico, 
starting Feb. 1. 

Despite the reduction, about two- 
thirds of the telephone customers in 
Albuquerque will continue to pay the 
same rates. About 30,220 customers 
in Albuquerque will benefit by be- 
ing moved into lower priced zones. 


Not affected will be 58,403 Albu- 
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querque subscribers already in the 
cheapest rate area. 

Reed Hatch, company vice presi- 
dent, explained Albuquerque is the 
only city in the state in the highest 
of seven different rate categories. 
Classes and charges are based on 
total telephone development in an ex- 
change and Albuquerque has the 
greatest development, a criterion of 
value of service, in the state. 

The reduction accepted by the com- 
mission was about two-thirds of a cut 
of $452,800 recommended by C. C. 
Boatright, head of the commission’s 
rate department. 


Vermont PSC Cuts 


Phone Rate Hike 
VERMONT?’S Public Service Com- 


mission has rejected 60 per cent of 
a $1.5 million rate boost sought in 
1958 by the New England Telephone 
& Telegraph Co. As a result, a tele- 
phone rate dispute similar to one 
fought in the courts in 1957, but 
this time for higher stakes, appeared 
certain. 

The commission granted approxi- 
mately $513,200 of the hike sought 
by New England T. & T. No decision 
has yet been reached as to whether 
to appeal the order. 

William J. French, the firm’s Ver- 
mont manager, said it is “hard for 
us to see how a utility can effectively 
meet continual demands for service 
with earnings so severely restricted.” 

The commission said the firm is 
entitled to a rate return of 6 per 
cent on its intrastate rate base of 
$22,511,275. The company had asked 
for a return of 7.5 per cent when it 
sought the boost two years ago. 

The $1.5 million rate increase was 
put into effect in August, 1958, after 
the company posted a $3 million 
bond. The commission ordered the 
company to refund $994,000, the por- 
tion of the requested increase which 
was disallowed. 

The commission excluded $433,- 
000 working capital from the firm’s 
intrastate rate base requested by the 
company. Also disallowed was use of 
higher depreciation rates predicted 
on the installation of electronic cen- 
tral office and dial equipment and 
improved types of telephone instru- 
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In addition to their regular stock and custom 
transformers for the electronic industry, ADC has 
long been a dependable source of transformers and 
filters to the telephone and telegraph industry. 
When Western Electric announced they would no 
longer supply these components to manufacturers, 
ADC put their 24 years of experience to use de- 
signing and tooling a series of “‘coils’’ which are 
electrically and physically interchangeable with 
similar components made by The Western Electric 
Company. Many of these are in stock. If you use 
such components, we suggest that you write for 
more information. We believe you'll be 
pleased with both the price and delivery. 


WRITE TODAY FOR TELEPHONE COIL LITERATURE 


2846-13th Avenue South > 











AUDIO DEVELOPMENT COMPANY 


Minneapolis 7, Minnesota 
TRANSFORMERS « REACTORS e FILTERS « JACKS & PLUGS e JACK PANELS 
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ments because the “evidence showed 
Vermont intrastate subscribers will 
not benefit from the use of this new 
equipment in Vermont for some years 
to come.” 

Of the $513,200 allowed increase, 
the company will retain as net earn- 
ings about $233,403 after paying a 
1 per cent license fee to the Ameri- 
can Telegraph & Telephone Co. and 
payment of state and federal taxes. 


Telephone Rate Increase 


Approved in Washington 
W ASHINGTON’S State Public 


Service Commission has granted rate 
increases sought in November, 1959 
by Pacific Telephone & Telegraph Co. 
As a result, subscribers in 25 Wash- 
ington cities will pay ten to 45 cents 
a month more for residential service 
and from 75 cents to $2.25 a month 
per line for business service. 

In Clarkston, rates decreased 40 
cents for suburban, four-party and 
one-party residential service, 50 cents 
for two-party residential service, and 
$2 for one-party business service. 

Commission Chairman Francis 
Pearson said the rate boosts were 
granted without a public hearing for 
several reasons. He said population 
in the affected communities has 
reached sufficient numbers to put 
them into new rate brackets. He 
noted that it was the first time in 
nearly six years that the cities had 
been reclassified. Subscribers, he 
added, would have paid the cost of 
public hearings. 

The higher rates will give the com- 
pany a 6.4 per cent return on its in- 
vestment, slightly more than the 6.1 
per cent authorized by the commis- 
sion at a previous rate hearing in- 
volving the company, according to 
Pearson, who said even so, the firm’s 
return in Washington will be the low- 
est of any Pacific Coast state in which 


it operates. 


Rock Creek Tel. Co. 


Plans DDD Service 
WILLIAM C. McCLUSKY, pres- 


ident of the Rock Creek (Ohio) Citi- 
zens’ Telephone Co., has announced 
extensive expansion and _ improve- 
ments to the Rock Creek office will 
go into service this fall. 

Financing arrangements were com- 
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Your guide to the right choice of 
such electronic components as . . . 


Transformers and Inductors — Connec- 
tors — Wire and Cable — Terminals — 
Tube Shields — Hardware 


Designers of military and commercial elec- 
tronic equipment will find in this third and 
final volume of the Handbook more of the 
information they need to select and use com- 
ponents which perform with maximum relia- 
bility. Volume Three provides data on trans- 
formers and inductors, including power, com- 
munication, pulse, hybrid, bistable, logic and 
tuned transformers, as well as magnetic ampli- 
fiers and saturable reactors; connectors, includ- 
ing jacks, plugs, and sockets; wire and cable; 
terminals, including lugs, insulators, terminal 
Just boards and headers; tube shields; and hard- 

ware, including knobs, dials, indicating light 
Out assemblies, flexible shafting, and fasteners. ; 





Volume Three ELECTRONIC 


ELECTRONIC COMPONENTS =| ‘esoNeny 
HANDBOOK agg C. Walsh, H. Mileaf Pe tic 


180 pp., 8% x 11, 156 illus., 69 tables, $10.00 Center 






Also available .. . 


VOLUME I: Resistors — Relays 

Capacitors — Switches ‘ ae 
244 pp., 8% x11, 164 illus., $9.00 Educational Division 

VOLUME II: Power Sources 


and Converters — Fuses and Cir- TELEPHONE ENGINEER 


cuit Breakers — Electrica] Indi- 





Mail Your Order To 







cating Instruments — Printed 

Wiring Boards — Solder and PUBLISHING CORP. 
Fluxes — Choppers — Blowers - 

RF Transmission Lines 7720 N. Sheridan 
359 pp., 8144 x11, 283 illus., $12.50 c 

Edited by K. Henney & C. Walsh Chicago 26, Hl. 


Solve electronic control 
circuit problems fast! 


Everyone concerned with the design or 
adaptation of electronic control circuits 
will find immediate and frequent use for 
this handbook. It compiles over 250 im- 
portant electronic control circuits, each 
complete with values of components .. . 
clearly-drawn diagrams ... and to-the- 
point discussions of how the circuit 
works. 

Advances in the field are thoroughly 
covered to show the present state of the 
art of circuitry in such areas as alarm 
circuits, audio control circuits, computer 
control circuits, machine control circuits, 
wangnete amplifier — — 

. circuits, process control circuits, servo- 
Diagrams and mechanism circuits, & switching circuits. 
analyses of 


267 actual Just 
ceils “ceuiie Published — Handbook of 


ELECTRONIC CONTROL CIRCUITS 


By JOHN MARKUS, Electronic Consultant 
360 pages, 844 x 11, 267 diagrams, $8.50 





In the fact-packed pages of For each of the scores of cir- 
this handy reference you’ll cuits, the handbook brings you 
find a ready source of infor- the values of all the important 


mation about the circuits you components to help you read 
need for any electronic control the circuit and redesign it for 










Kennecott’s exclusive “Young Process” 
lead sheath does much to lengthen the life 
of Kennecott Telephone Cable. This sheath 
production method virtually eliminates 
oxides and impurities! Sheath is far more 
uniform in strength and burst resistance, 
with greatly reduced weld area. It provides 
increased protection against damage and 
aging. Cable retains full electrical proper- 
ties over its long life! .m 


est ‘ 


is KENNECOTT 


TELEPHONE CABLE 














































































































THE OKONITE COMPANY 


application. It contains all your own use. With these data 
types of circuits — from count- as your starting point, you can e 


ing to welding control, both easily adapt any circuit to your 


simple and advanced. need. SALES OFFICES: 
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5 Atlanta 8, Ga. Denver 16, Colorado* Mobile, Ala. St. Louls 10, Missouri 
Mail Your Order To Baton Rouge, La. Detroit 20, Mich. New Orleans 12, La. Salt Lake City 15, Utah 
, site Birmi 5, Ala. Houston 6, Texas New York 17, N. Y San Francisco 24, Calif 
Educational Division at — Zi ind.” Philadelphia 4, Pa. Seattle 1, Washington 
TELEPHONE ENGINEER PUBLISHING CORP. Chicago 23, Ill Los Angeles 13, Calif. Phillipsdale, R. |. Syracuse 3, New York 
Cincinnati 6, Ohio Memph s, Tenn. Pittsburgh 33, Pa. Tulsa, Oklahoma 
7720 N. Sheridan, Cleveland 3, Ohio Minneapolis 3, Minn.* -—-~Portland 5, Oregon Waterbury 20, Conn. 
Chicago 26, il. Dallas 1, Texas Mi ee 6, Wisc. Roanoke 15, Va. Wilkes-Barre, Pa. 
*c/o Chase Copper & Brass Co. 





Something NEW’ 1n 
By-pass Valves «+. 





the 
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Dual test 
by-pass VAL VE! 


*k 


* 
* 





Pressure Test valves are built 
into the By-pass Valve. Safer 
and more efficient than reach- 
ing or moving ladder to make 
pressure tests. 


Eliminates separate Test 
valves and Tees on both sides 
of the plug. 

No need for disassembly dur- 
ing installation — metal dia- 
phragm is not affected by heat 
from soldering connections. 


>K 


! 
DUAL TEST 





Shows when ‘‘ON”’ or ‘‘OFF” 
from the ground — control 
screw is visible when “ON”, 
flush when “OFF” 


Attaches directly to the plug 
for ease of installation. 
Packless design for trouble- 
free operation. 


This valve is ideal for all cable bypass installations. Pressures on 
both sides of the plug can be tested at the valve rather than at widely 
separated tees where the bypass tubing enters the cable. All parts 
are tin-plated brass in accordance with standard practice for outdoor 


installation. 


CALL OR WRITE FOR CATALOG T-1 
CLIFFORD 3-9500 
86 TUPELO STREET, BRISTOL, RHODE ISLAND 


VALVES AND CONTROLS FOR COMMUNICATIONS, 
PROCESS, AIRCRAFT AND MARINE INDUSTRIES 





pleted through the manufacturer for 
a new 240-line NX-2 Modular Cross- 
bar switchboard and Direct Distance 
Dialing equipment, with a new build- 
ing to house the equipment. The cost 
of the building, along with substan- 
tial additions to the cable plant, is 
included in the financing. 

McClusky stated that the Rock 
Creek Telephone Co., under his lead- 
ership, was one of the pioneers of 
unattended dial operating in Ohio. 
He said with the cutover of the new 
AuTollizer toll ticketing equipment, 
the company is reversing a trend by 
the resumption of handling its own 
toll. For the past 20 years, Rock 
Creek’s toll has been handled by a 


connecting company. 


Ernest E. Hilliard Joins 
Tele-Wire Supply Co., Inc. 

TELE-WIRE Supply Co., Jamaica, 
N. Y., has named Ernest E. Hilliard 
sales representative for Kansas, Mis- 
souri, Iowa, and Nebraska. Ernie, as 
he is known to his many friends in the 
Mid-West, is a veteran member of the 
Independent telephone industry. His 
father was a plant superintendent for 
the Southwest Telephone Co. for many 
years until it was sold to Southwest- 
ern Bell. Ernie worked for the South- 
west Telephone Co. while going to 
school. He served in the U. S. Navy, 
and in 1949 went into the contract- 
ing business for himself. He was re- 
called to active duty in 1951, and after 
returning, joined Plains Electrical 
Supply Co. 


A. B. Chance Co. To Build 
Engineering Research Center 
THE A. B. CHANCE CO. will 


break ground in April for a new 
Engineering Research Center, to con- 
centrate its Engineering and Research 
operations for all plants at one loca- 
tion and to expand its engineering 
facilities. The 28,000-square foot en- 
gineering and laboratory building 
will be built on a two-acre tract near 
the headquarters plant in Centralia, 
Mo. 

Facilities will include the most 
modern equipment in a complete 
high-voltage laboratory for impulse 
and 60-cycle testing, heat run and 
short circuit interruption test facili- 
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ties, environmental laboratory, me- 
chanical laboratory, plastics labora- 
tory, model shop, photographic de- 
partment, engineering offices with 
conference rooms and library, plus 
outdoor testing facilities for mechani- 
cal and electrical testing. 

Most of the building will be two 
stories high, but one section will rise 
to nearly 60 feet to provide clearance 
for a 2,400,000 volt impulse gener- 
ator designed to deliver multi-million 
volt surges of electricity for testing 
Chance products used on high volt- 
age lines. 


William Brand & Co. and 
The Rex Corp. Consolidate 

PHILIP B. STULL, newly elected 
president of American Enka Corp., 
has announced that Enka’s two wire 
and cable properties acquired in 1958 
and 1959 have been consolidated as 
a division of the parent company to 
be known as the William Brand-Rex 
Division. The new division begins its 
corporate life with sales in the $15-20 
million range and a product line that 
was less than 10% duplicated in 
either company’s list. 

Except for enlarged and integrated 
facilities and staff, no changes are 
contemplated in the engineering and 
service structure of the division’s 
telephone wire and cable operations. 
Harold E. Prouty will continue as 
telephone sales manager, with Robert 
Kiernan remaining his assistant. 

Gilbert E. Bell, formerly president 
of The Rex Corp., is director of mar- 
keting for the division. Alfred W. 
Brand, son of the founder of William 
Brand & Co., Inc., and formerly its 
president, is in charge of production; 
and Robert J. Rodday, former execu- 
tive vice president of Rex, is direc- 
tor of administration and develop- 
ment. They will headquarter at new 
executive offices in Concord, Mass., 
where the division’s expanded sales 
engineering and technical service fa- 
cilities also are housed. 


Headquarters for the parent com- 
pany is Enka, N. C., where the Enka 
Research Center, with its extensive 
facilities and staff of some 200 per- 
sonnel, is located. Here, a special re- 
search group already is at work on 

Please turn to page 70 


YOUR MARCH 1, 1960 TELEPHONE ENGINEER & MANAGEMENT 








TELEPHONE MARKET PLACE | 


Largest Circulation Serving The Telephone Industry 








HELP WANTED 


AMBITIOUS MEN — Qualified as station 
installers, equipment installers, cable splic- 
ers, linemen. Work in midwest. Harris- 
McBurney Co., Inc., ?. O. Box 267, Jack- 
son, Michigan. 

TELEPHONE ENGINEER — Must be an 
electrical engineering graduate with ex- 
perience in plant, traffic and commercial 
departments. This is an unusual oppor- 
tunity for an engineer with managerial 
and administrative ability to use and de- 
velop all of his possibilities. Location — 
Southern Connecticut — at the headquar- 
ters of a nation-wide utility company. 
Reply sending a complete resume to Box 
90, c/o TE&M, 7720 Sheridan, Chicago, III. 
TELEPHONE ENGINEER — Civil Serv- 
ice position title “Electronics Engineer 
(Wire Communications).” Salary range 
$8,810 — $9,530. Qualifications — Degree 
and experience or equivalent professional 
engineering experience in outside and in- 
side plant and commercial departments 
plus administrative ability to conduct 
technical discussions and correspond with 
Naval activities. Location — Twelfth 
Naval District — includes Northern Cali- 
fornia, Utah, Nevada. Send Civil Service 
Application Form 57 to Personnel Divi- 
sion, District Public Works Office, San 
Bruno, California. 


TELEPHONE 
EQUIPMENT 
SALES 


Sales Applications Engineer with 
a minimum of five years’ experi- 
ence in the selling and applica- 
tions of telephone systems and 
equipment to telephone companies 
and private users. 















CODUUEEO TEETER OUR OEEEEEEEEEEES 





Typical customers would include 
independent telephone companies, 
railroads, airlines, offices and 
factories. 


This opening will offer recogni- 
tion, advancement and _ security 
to an applicant who is willing to 
progress and take advantage of 
this unique opportunity. 


We welcome and will treat as con- 
fidential aH inquiries concerning 
this position, 


MANY COMPANY BENEFITS 
NEW YORK AREA 


Send your resume, including sal- 
ary requirement, to: 


MR. MARTIN G. WOLFERT 
100 East 42nd St., Room 802 
New York 17, N.Y. 


NORTH AMERICAN PHILIPS 
COMPANY, INC. 


TT 


BU 
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HELP WANTED 


CABLE SPLICERS. Station Installers, 
epee Installers, Linemen. Experi- 
enced men needed. Steady work, good pay. 
Henkels & McCoy, 1800 Johnson Street, 
Elkhart, Indiana, or 6100 N. 20th St., 
Philadelphia, Pa. 






TELEPHONE ENGINEER 


Central Office Equipment Engineer with 
administrative ability to supervise engi- 
neering in eastern company with equip- 
ment of various manufacturers, carrier, 
radio and micro-wave. Engineering edu- 
cation desirable, experience essential. All 
replies held confidential. Please give com- 
plete resume at first inquiry. Box 100, 
c/o Telephone Engineer & Management, 
7720 N. Sheridan Rd., Chicago 26, Ill. 













FOR SALE 


MAGNETO TELEPHONES — Leich 90] 
wall or desk magneto telephones. Cleaned, 
tested and guaranteed, $16.50 each. As re- 
moved from service $15.00 each. Turtle 
Lake Tel, Co., Turtle Lake, Wisc. 








COMPLETE DIAL CENTRAL OFFICE 
— North Electric Broadspan CX-200 Fully 
equipped — 19 links, 10 toll trunks, 9 
PBX lines, 3 paystations. 7 digit dialing, 
charger and batteries. Good condition — 
priced to sell. Contact: William J. Mc- 
Clusky. Citizens Telephone Co., Rock 
Creek, Ohio, LOgan 3-3301. 





FOR SALE (1) CX-100 NE Central Office 
Equipped: 10 links, 90 lines, (7) 2 way 
E & M toll trunks, harmonic ringing, 
(5) post pay, 2-5 numbering and 6 amp 
charger with batteries. Price $4000.00. 
Reason expansion. Citizens Utilities Co. 
of Pa., New Bethlehem, Pa., Broadway 
5-1100. 


LEICH 200 LINE BOARD — 180 lines 
equipped, also Automatic Electric Board 
50 lines. Both priced for quick sale. For 
additional information write Dixie Tele- 
phone Co., Claxton, Ga. 


FOR SALE 


1948 1/,T STUDEBAKER Chassis with 


Checker Utility Body, A Frame, 12” & 18” 
Bucket. Make a Bid Subject to prior sale. 
Loy Oldham, Western Motor Company, 
Inc., Leoti, Kansas. 


RECLAIMED 
SLIGHTLY USED WIRE 


DISTRIBUTION — 6-pair #19 Copper 
solid, Color Coded. With heavy sup- 
port wire, 300 or more feet per run, 
— Few splices per coil @ 7 cents 
per foot. , 

DISTRIBUTION, SAME AS ABOVE, 
(BLACK. NOT COLOR CODED) 
@ $55.00 per M. Ft. 

DROP WIRE. NEOPRENE, COPPER 
WELD CONDUCTORS, 90 or more 
Feet per run. Each run _ separate 
coiled, @ $11.00 Per M. Ft. 

QUOTATION, 

F. O. B. CHICAGO, ILL. 
INDEPENDENT TELEPHONE 
REPAIR CO. 


2137 West 21st St. Chicago 8, Il. 
LAfayette 3-5439 





WANTED TO BUY 


TELEPHONES — Any condition. Desk 
stands, wall sets, etc. Advise quantity 
available. Write Box 78, c/o TE&M. 


WANTED — All makes, old telephones. 
Our truck will pick up and pay you 
cash on the spot. Telephone Co., Turtle 
Lake, Wisconsin. 


BELTS-CLIMBERS 


BELTS — CLIMBERS — Complete Line- 
men’s equipment, W. M. Bashlin Co., 
Bashlin Bldg., Grove City 1, Pa. 


BOOTHS 
BOOTHS — Telephone — Outdoor — In 


door — Steel — Stainless Steel — Sherron 
Metallic Corp., 1201 Flushing Ave., Brook- 
lyn 37, N. Y. 








FOR SALE 
A.E. CO. DIAL SWITCHBOARDS & COMPONENTS 


Reconditioned — Like New — Type 50 —— equip. 100 Self-aligning Line Switches — ten 
H-58453 Connectors — New Banks — Power Shelf. 


* * * 


* * * 





Line Finder Shelf — equip. 18 Finders Ckt. H-35758 — 200 Line Relays ~ A & B 
Group Relays — New Banks — 5’ 11” Wide. 

* * * * : 7 
Selectors, Connectors, Shelves, Banks, Repeaters, Trunk Holding Relays, Switch parts 


and many other components in stock. 
* “ * 4 * * 


Will build P-A-B-X to meet your spec. Contact us for your requirements. 
* * 


* * * * 


Rebuilding Specialists in A.E. Co. equip. 


ELECTRIC SPECIALTY SERVICE 


3516 West 63rd Street Chicago 29, Illinois WAlbrook 5-8404 
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CONSTRUCTION EQUIPMENT 


—_—"——————_—_—_—_—_——_—__—_—____—=_====—>==_= 
BORING MACHINES, EARTH — High- 
way Trailer Co., Edgerton, Wisc. 


HYDRAULIC 


STERLING 


EARTH BORING MACHINES 
WYOMING VALLEY EQUIP. DIV. 


714 WYOMING AVE. KINGSTON, PA 





CORDS 


pre Switchboard (with or without 

plugs). Instrument (straight and retractile) 
cords in eleven colors. — Commercial Cord 
Co.. Inc., 26 Main St., 


N.Y. 


Clifton Springs, 





CORDS, Switchboard & Telephone — 
Runzel Cord & Wire Co., 4727-31 Mont- 
rose Ave., Chicago 41, Ill, 


DIRECTORY SERVICES 


ADVERTISING, DIRECTORIES—Gener- 
al Telephone Directory Co., 1800 Oakton 
Street, Des Plaines, Il, 








DECALS 


DECALS 


Made for trucks ond equipment 
Small or large quantities 
Write for free catalog. 


MATHEWS COMPANY 


Oak Park, ill. 











827 S. Harvey 





POLES 


POLES * CROSSARMS 


RAIL or TRUCK DELIVERY 


Pressure-treated to your specifications, 16 sales 
offices, 34 plants serving you. See Yellow Pages, 
write or call Pittsburgh EXpress 1-3300, 


ARAL, 
ie KOPPERS COMPANY, INC. 
S Wood Preserving Division 

5 777 Koppers Bldg., Pittsburgh 19, Pa. 


POLES, Creosote & Creosote Penta-Treat- 
ed, Southern Yellow Pine — Piedmont 
Wood Preserving Co., P. O. Box 700, 
Augusta, Georgia. 

POLES, Southern Yellow Pine — Texas 
Lronpeng Co., Orange, Texas. 


POLES, Southern Yellow Pine — Taylor 


Colquitt ae 217 E. Main St.. Spar- 
tanburgh, S. C, 


PROFESSIONAL SERVICES 


CONTROL 
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BARGAIN STOCK CLEARANCE SALE 


After inventory clearance of wanted pole line hardware and tool 
equipment at less than '2 regular price. Send for complete listing 
now. Quantities are limited and all items subject to prior sale. 
Below is only a partial listing of items available. 


EQUIPMENT & TOOLS 


Cable spinners, linemen’s test sets, reels on barrow, bolt cutters, linemen’s 
electricians, carpenters claw and ball pein hammers, draw shaves, genuine 
Klein connectors and wrenches, hacksaw frames, pruners and prunning 
saws, bush hooks, line hose, pole and tree climbers, tool pouches, climber 
straps and pads, tool belts and many more items of tool equipment too 
numerous to mention. 


POLE LINE HARDWARE & CONSTRUCTION MATERIAL 


All sizes of carriage and machine bolts, thimbleye bolts, double armming 
bolts, steel insulator pins flat square and curved washers, ground wire 
and ground wire moulding plates, ground rods, pipe and cable straps, 
and many more. 


















Write or wire at our expense for complete list now before items are sold. Every item 
is guaranteed to be a bargain. 


LINE EQUIPMENT SALES 


46 West Harrison St., Chicago 5, Ill., WAbash 2-5518 

















Get It Done With A 
TELEPHONE ENGINEER & MANAGEMENT 


Classified Ad 








WHO GOES THERE ? “ad 
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{APPLIANCES} 


1 | 1S ps 










When a directory advertising salesman calls on YOUR customer 
Be confident of the integrity of the man. 


LET SUTTLE MAKE YOUR DIRECTORY 


Suttle salesmen are carefully chosen, thoroughly trained, and 
constantly aware of the trust you place in them. 


THEY BUILD GOOD WILL AND PRODUCE MORE REVENUE 
For Further Information Call or Write 


SUTTLE DIRECTORY COMPANY 


401 N. 15th St. (Cooperative Plan) Telephone 782 
LAWRENCEVILLE, ILLINOIS 






















Modern Styling Highest Quality 
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(Continued from page 67) 





PROFESSIONAL SERVICES | 





ALLEN K. HAMILTON 


PROFESSIONAL SERVICES 








ASSOCIATES, INC. 


CONSULTANTS - SYSTEMS ENGINEERS 
GENERAL ENGINEERS 


WOODSTOCK, ILLINOIS 





McGRATH 
ENGINEERING, INC. 
Consulting Engineers 


209 West 6th Street 
TOPEKA, KANSAS 


Telephone CEntral 2-2358 














FOR ALL OF YOUR CENTRAL OFFICE AND 
PBX INSTALLATIONS, MODIFICATIONS, 
AND ENLARGEMENTS, IT’S THE 


7 2 & 


Telephone Electronics Installation Corp. 


2222 E. Thirtieth St., Erie, Pa. 
MAY WE BE OF SERVICE TO YOU? 












CARL C. CRANE, INC. 


Consulting Engineers 


121 S. Pinckney, Madison 1, Wis. 
Telephone CEDAR 3-4310 








TELEPHONE FEorrat &8-2400 


INSPECTION SERVICE 
“AT TIMBER TREATING PLANTS” 
Of poles, crossarms, and preservative 
treatments. Analysis of wood preservatives 
Consultation and specification writing 
A. W. WILLIAMS INSPECTION CO.,INC. 


MOBILE, ALABAMA 
New York St. Louis Portland 
Inspectors stationed throughout the U.S.A 


















PROFESSIONAL ENGINEERING 
AND CONSTRUCTION SERVICES 


Plant Construction Crews @ Installer Repairmen 
Cable Splicers 


CENTRAL OFFICE INSTALLATION 
HENKELS & McCoy 


PHILADELPHIA 
Elkhart, Ind. COngress 4-112! 


Victorville, Calif. 5-9012 
Johns, Mich. 966 


1806 Johnson St. 
Atlanta, Ga. TR 5-2769 


Ashland, Ohio 3-7543 St. i 
Bloomington, Ill. 5-7717 St. James, Minn. 492 
Lebanon, Ky. 660 7-1316 


Durham, N. C. 
Wausau, Wis. 2-2356 
PERFORMANCE Has Built Our Business 
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Automatic Electric CAX-11 Dial Central Office 400 Lines, 400 Terminals, 


28 Line Finders, 28 Local First Selectors, 7 Inc. Toll Int. Selectors 23 Local 


Ten Party Connectors, 9 Cond. Ten-Party Connectors, 8 Two-way Trunks. 
Power Plant MDF with Type 3800 Protection (808 Pairs) Originally in- 


stalled 1953. Available from stock. 


DIAL SWITCHBOARDS 


Power Bays, Trunk Bays and MDF. (As removed from Service.) 


Federal #25-C Dial PABX Switchboard, consisting of 25 Lines, 3 Links and 
5 Trunks. Complete with Key Turret less Battery Charger. (As removed 


from service.) 


BUCKEYE TELEPHONE & SUPPLY CO. 


| 1250 KINNEAR RD. 
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North Electric CX-150 and CX-200 Dial Central Offices. Complete with 
HUDSON 8-0655 





emma 


COLUMBUS 21, OHIO 





PROFESSIONAL SERVICES 


Ea 
ARGRESEARCHG 
rN, A 


or... ail 

%, 'vEcopmeENT A 

ENGINEERING LABORATORIES, Inc. 

%. \ Write For 
| FREE 






4419 TULSA 


HOUSTON 24, TEXAS Literature 





Installation Specialists 
COMMUNI-CATERING 


All Makes 


P. O. Box 6712 
CHICAGO 7, ILLINOIS 


CENTRAL OFFICES 
Installed-Modified-Removed 








HARRIS-McBURNEY CO. 
PUBLIC UTILITY CONSTRUCTION 


A complete construction service for the 









telephone industry 
Construction Crews Designing 
Station Installers Appraisals & Reports 
Cable Splicers C. O. Installation 
Underground Duct Systems 
Telephone ST 4-6126 


P. O. Box 267 Jackson, Michigan 


PROTECTIVE EQUIP. 


PROTECTIVE EQUIPMENT — Reliable 
Electric age 11333 Addison St., 
Franklin Park, II. 


TELEPHONE EQUIPMENT 


SPRING TENSION GAUGE 


Extremely accurate for determining 
settings or checking tension of re- 
lay and other springs. 

© Well made — accurately 






calibrated. 
®@ Definite and dependable. 
Construction: Nickel silver 
frame with scale calibrated— 
front and back. Indicating 
spring. Folding handle. Ad- 
justable tension attachment. 


STG-2-D — (#70-D STG-2-3 — (#70-J 
type) 50-0-50 grams, type) —_ grams, 5 
5 steps. gram steps. 

st¢-2-H Pt t70-H STG-2-F — (#70-F 
type) 0-30 grams, 2 type) 10-0-10 grams, 
gram steps. 1 gram steps. 


P. K. NEUSES, INC. if 
511-21 N. Dwyer St., Arlington H 

























PAE! 
eights, Ill. 








2000 Lbs. Capacity trail- 


er. For ALL materials 
including pay out take 
up cable, line wire and 
U ' drop wire. Priced RIGHT 


Write for illustrated lit- 


erature NOW TODAY 


WHITAKER REEL MFG, CO. 


P. O. Box 1318 Monroe, Louisiana 
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New Facts about the 


Openings and Potential at— 


With some direct field experience desirable. 


To arrange for a Confidential 
interview, please send resume to: 


MR. H. J. RECKAS, Personnel Manager 


ADVANCED COMMUNICATIONS 


ENGINEERING 


A Division of Cook Electric 





A RIVER TO CROSS? 


Submarine Cable — 25 pr #19 ga., double paper, 
lead covered, double wire armor, jute protected. 
800 ft per reel: price per reel $800. (18 reel only) 


Direct Burial, 26 pr #19 ga. PILC, double steel tape 
armor, jute. (1400 ft only) $400. M ft. 


Plastic Burial Cable 6 pr #16 ga. (stranded) with 
1 #12 ga. quad. shielded PVC ins. & jacket wire 
armor. (sample on request) 


Lead. 51 pr.#19 ga. plus 4 Video pr. #16 ga. cop- 
per shielded) poly eth. ins. (1300 ft only) $750. per 
M ft. 


Special Purpose cable available for immediate de- 
livery at special low prices. Interior & exterior types. 
Lead, plastic and braid Switchboard cable available 
at special prices. 


Twisted Drop Wire #104, Copperweld 40% Neo- 
prene covered, $50. per M ft. 


Twisted Pair Drop #20, Copperweld 40% Neo- 
prene, $15.00 M ft. 


The Telectric Co. 


Telephone: Richmond 8-2249 LOS ANGELES 6, CALIF. 


| 1218 VENICE BOULEVARD 


ENGINEERS 


TELEPHONE ENGINEERS: Immediate openings as field en- 
gineering supervisor for telephone outside plant and inside 
plant engineers. 10 years of broad industry background. 


6038 Twenty-Eighth Avenue, S.E., WASHINGTON 23, D. C. 








THORNHILL | 
PUBLISHING 





DiviSION oP 
WESTERN UTILITIES 
ie as 







zs *, a 
og on: 


A Compere Telerhone wrectory 
feblshing SCryice, 


or les - 


300 Montgomery Street 631 Braniff Building 
San Francisco 4, Exchange Park North 
California Dallas 35, Texas 


2911 Bond Street 116 South Rusk Street 
Everett, Washington Kilgore, Texas 


121 S.W. First Street 130 East Lime Avenue 
Beaverton, Oregon Monrovia, California 














QUADDED CABLE lead 


7 quad #19 ga. PILC (100,000 ft) 3-4 M ft. per reel, 
$200. per M ft. 


37 quad #19 ga. PILC 1050 ft, $650. per M ft. 
7 quad #19 ga. Plastic Superior, 5300 ft, $250. per 
M ft. 


11 pr #19 ga. PILC 4500 ft reels, 24,000 ft total, 
$200. per M ft. 


26 pr #19 ga. Neoprene 1400 ft (not coded), $250. 
per M ft. 


101 pr #22 ga. Plastic 1300-ft, $750. per M ft. 
303 pr #22 ga. Ankoseal 775 P, 2000 ft, $2. per 
foot. 





Flexible Neoprene cables for elevator and other mo- 
bile use from 5 pair to 40 pair (also unpaired multi- 
conductor). 


Drop Wire, Neoprene (reinforced) #18 ga. Copper- 
weld. Slightly used A-1 condition, in coils of approx. 
500 ft lengths, $10. per M ft. 


| Satisfaction Guaranteed — we ship on 
approval — freight allowed on carloads 


(DDD 213) 
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(Continued from page 65) 
important development projects for 
the new division. 

The consolidation gives the Brand- 
Rex Division four manufacturing lo- 
cations: West Acton, Mass., North 
Windham, Conn., Willimantic, Conn. 
and Santa Monica, Calif. Expansion 
of the West Acton, Mass. and North 
Windham, Conn. plants is currently 
under way, and expansion plans are 
on the drawing boards for existing 
West Coast facilities. 







JOIN THE NATION'S TOP 
RELAY ENGINEERING TEAM 


In the field of relay engineering, the acknowledged growth leader is C. P. 
Clare & Co. Our many FIRSTS in the industry start with our 






















- 







top-notch engineering team. 





John M. Ticknor Joins 
Cook Electric Company 
JOHN M. TICKNOR has joined 
Cook Electric Co. as manager, area 
operations, with headquarters at 110 
W. Liberty St., Rome, New York. 
Prior to joining Cook, Ticknor was 
with Hoffman Electronics. He served 
as an officer of the Utica Chapter of 
the Armed Forces Communications 
and Electronics Association, and is a 


member of the IRE. 



























Continuous expansion requires a search for qualified men to 
join this select group. Here is your opportunity to be in on the 
ground floor of a company whose record proves that your 
rapid advancement and increased remuneration are assured. 


















Hoit Named Senior V. P. 
Stromberg-Carlson Div. 
GORDON G. HOIT has been ap- 
pointed senior vice president of the 
Stromberg-Carlson Division of Gen- 
eral Dynamics Corp., Rochester, N.Y., 


Look at the facts 
e STARTING SALARY — well above industry average. 


e PROFIT SHARING — 15% of annual wage. None higher in the na- 
tion. Company profits are your profits. 














@ ADVANCEMENT — You'll be more than satisfied with your progress. 
We’re known for our lack of employee turnover problems. 


e@ SMALL COMPANY ATMOSPHERE — No chance of being lost in the 
shuffle. 







e FRINGE BENEFITS — You receive full fringe benefits including 
major medical plan. 






e LOCATION —Northwestern Chicago — minutes from the beauti- 
ful northern suburbs. 











e@ RELOCATING — All expenses paid. Company will assist in securing 
housing if requested. 










This is only an outline of the C. P. Clare story. If you would 
like to find out more, send us a description of your background. 
All inquiries will be without obligation and held in strictest 


confidence. 


Contact: R. N. ARTHUR, Personnel Manager 

















é 


GORDON 6G. 





HOIT 





effective immediately, according to 
Allan R. Shilts, vice president and 
general manager. In his new capacil) 
Hoit will have responsibility for th: 
coordination of public, community 
and industrial relations. 


C.P CLARE & Co. 


CHICAGO 45, ILLINOIS 


















3101 PRATT BLVD. ° 


AMbassador 2-7700 
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~ MADE TO WITHST 
HEAVY STORM 


Time and time again, Crapo HTL- 135 has Aisiceatt did: 
its ability to stand up under heavy ice and wind loads when other 
conductors failed. This can be attributed to the fact that Crapo _ 
HTL-135 combines high strength with high te endurance plus 
superior elastic qualities which enable it to g back into p 
when loads are removed. The result: service gy Fe sora ap are 
minimized, re-sagging is seldom necessary, where this rugged tele- 
phone wire is used. 

The excellent telephonic trancatiesion shatnchecatien of 
Crapo HTL-135 make practical subscriber loops of 14 to 15 miles __ 
with normal voltages and equipment. Longer loops are possible 
where higher voltages and more sensitive telephone sets are en 

ployed. For — long-span, low cost. reget: lines, specify 
Crapo HTL-13 
















The Crapo HTL-135 in this typical rural line of 300-foot 
spans was subjected to two heavy ice storms within 14 
months. This photo shows the line, without resagging, 
three months after the second storm. 





Write for 
Manual TM-59 


containing com- 
plete engineering 
data! 








STEEL & WIRE CO., INC. 


Muncie, Indiana 
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Wire- Saving 
Snubbing Action... 
with this 


KEARNEY 


SNUB -R-GRIP 
DROP WIRE GRIP 


On poles or buildings this free- 
swinging drop wire tie provides a 
“snubbing”’ action stronger than the 
rated strength of the wire. This is 
possible because the unique spiral 
grip distributes the pull over a long 
length of wire. KEARNEY Snub- 
R-Grips are quickly installed and 
easily salvaged. Just wrap the wire 
(twisted pair, parallel or synthetic- 
jacketed) into the grooved spiral. 
A portion of the groove’s inner sur- 
face is specially coated to give 
maximum non-slip grip . . . without 
damage to insulation. 


For Better Construction . . . Safer Maintenance 


Specify 268 


KEARNEY 
PRODUCTS 


4224-42 Clayton Ave. ® St. Louis 10, Mo. 
Canadian Plant: Guelph, Ontario 


{TTUUCEEEYyorronccocaneueanemnernenecneengues rr sevaenenseceevererverzeeeeoveesvrvovoetsereteeeversnenennegegeerneessrrenvnenceneescvvecoeccatevevverasotvvvevereeegegenpersoeereecynevere®rereeneetgveeanearenersensreeeneereeeeeoveremenen 


ITUTUUREEETTTANTNCOUDESUORETROSDEDSCOPUBNEDNL TTNTTTHABRUNEREDE 11) (100 CNRNEED ANNE) 1/11) 


rv eearrereeneeerenatt 


: 


Senta mn: 
110101 VEOTUT LESTER RONRERERERSUETPOODAAROROEETUTESDTUL TEE TTEOEVUUDRE es OAEASEETEETONTYTTOOGUDUPONTTOVPvOrEETTY 7711101 1rvnnencewenrvexuananrvveevverronerensouenraneneuvavene tis saroeesrsvvarasiissteeteetyeesssoegeernrvernneneveetensnysceeeveereerr¥s ic 


—= 


THE BACK OF 
THE BOOK 


By JOHN G. REYNOLDS 


Big Letter In The Alphabet 


For Sigmund Schy of Chicago, all of the alphabet that matters 
runs from A to AAAAAAAAAA. 

In a recent Illinois Commerce Commission case, Schy asks that the 
Illinois Bell Telephone Co. be required to list his phone-answering serv- 
ice in the Chicago directory as: 1A, 2A, 3A, 4A, 5A, 6A, 7A, 8A, 9A, 
10A. Each set of A’s would be followed by the telephone number 
DE 2-7900. 

These listings would lead all others in the alphabetical phone book 
and dominate the telephone-answering service section of the Red Book. 
Schy also would be entitled to buy a 2-inch ad under each classified 
listing to take up half a page in the Red Book. 

Illinois Bell resisted on the ground that its tariff filed with the com- 
mission forbids any special arrangement of names not necessary for 
identification. 

William E. Helander, [CC examiner who presided at three hearings, 
marked the taking of evidence closed over the protests of Schy that he 
wanted a change of venue. Schy contended the examiner was prejudiced 
because he objected to granting continuances asked on a few hours’ 
notice. Helander said Schy was spending all the hearing time arguing 


and was not offering evidence. .. . 


Note For Letter Writers 


> Communication may be getting easier but it isn't getting cheaper. 
A recent survey turned up the discouraging news that business letters 
are costing more and more each year. In 1960 average cost will be 
$1.83, a rise of 63 cents since 1953... . 
Dictating 30 letters a day, a businessman’s correspondence would 
cost $48.90 daily. Multiply this by an average of 22 working days a 
month and the monthly sum jumps to $1,075 and annually $12,909. 
The culprits, according to the Dartnell Corp., Chicago research pub- 
lisher, are increased cost of labor, material and postage... . 


“Bookie Chaser” 


An Illinois Bell Tel. Co. employe with 50 years service who prides 
himself on being one of “those most disliked by the hoodlums” has 
retired. He is William Garrity, the company’s superintendent of secur- 
ity. 

Garrity began work for the telephone company in 1910 as an office 
boy. He worked through the ranks as a testman, wire chief, night plant 
superintendent and chief special agent before becoming superintendent 
of security. 

“We don’t want bookie business and it was my job to see that bookies 
didn’t operate,” Garrity said. 

Some 4,00 bookie telephones were removed while Garrity was security 


superintendent, the company said. 
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~ WARREN- best. in battery charger 





The thing to remember 4 
about a 
Varren battery charger 
is that you can : 


forget it | 


What we’re talking about is maintenance. With Warren TFR’s in your telephone 
exchange, there’s less of it. A lot less. 
Take the question of voltage adjustment, for instance. 
With a Warren TFR of proper rating (and only with a Warren TFR) you can _ 
voltage with consummate precision simply by turning a knob, conveniently located at eye level. 
And then — you can forget it. 
When we say “‘forget it”? we mean just that. The reading won’t change, no matter what. 
Repeat — the reading won’t change until you want to readjust for another voltage setting. Period. 


The reason: Warren’s supremely efficient, transistorized circuitry, featuring: a hermetically 
sealed Zener reference diode for precision voltage reference; germanium power transistors 
for simplicity and reliability; and silicon power rectifiers which positively refuse to age. You 
never have to adjust for aging — not next week, or next month, or next year, for all of that. 


Less maintenance, superior performance — and in a lot less space. 
Let us send you full information. 


WA RB LN wo seme 


LITTLETON, MASSACHUSETTS - TEL. HUnter 6-3511 
al IN TRANSISTOR PRODUCTS FOR THE TELEPHONE INDUSTRY — SOLD THROUGH LEADING TELEPHONE EQUIPMENT MANUFACTURERS 





Compact, transistorized, 
field-proven Warren TFR’s 
are available in a full range 
of current ratings in 24, 48, 
and 130 volt models. 
Illustrated: 48 TFR 100 
with knobs safely located 
behind cover. 








Shortest way to Short-proof splices... 








Nicopress Splice Separators... 





Ideal combination for full-strength, short-proof splices in parallel 
and twisted-pair wires...Nicopress Sleeves and Nicopress 


Splice Separators. 


Nicopress Splice Separators save time, save tape, eliminate 
need for staggering splices, provide neater splices, eliminate 
shorts. Linemen readily make full-strength equal-tension splices 
in both parallel and twisted-pair conductors with Nicopress 
Sleeves and Tools, then merely snap the high-dielectric Nico- 
press Separator between the two splices. Tape is easy to apply 
over the insulated splices. 


Nicopress Splice Separators are available in two sizes... 
3456-B for both parallel and twisted-pair drop wire, and 3457-CD 
for rural distribution wire. 


The National Telephone Supply Company 


S100 SUPERIOR AVENUE ¢ CLEVELAND 3, OHIO 






Canadian Mfr.—N. SLATER CO., LTD., HAMILTON, ONT., CANADA 





Export Distributor—INTERNATIONAL STANDARD ELECTRIC CORP,, NEW YORK, N. Y. 


Nicopress the Registered Trade Mark of The National Telephone Supply Company 

















